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LOSING YOUR’ PROFITS ON BRUSHES? 


®) 
wr! an eye-opener it would be if unseen 
losses were visible. If every merchant who 
buys brushes from several-sources could SEE his 
brush profits flying out of his cash register, he would 
DO something about it! ~ 


OS N 
Too much time is spent in complicated brush buying. 


It jumbles up brush stocks . ... slows doverturnover 
... dries up profits. ( \ \ 


\ \ ~— 
7 . 7 ns +A 
Osborn Brushes combine everything you need im. \\/——~_/) 
one profitable line. There's an Osborn Brush for ok 
. a 


every need. LS iyi 


Ask your jobber to supply you. If he can't, write us. N 


Tye Os80RN MANUFACTURING COMPANY 
5401 Hamilton Avenue - Cleveland, Ohio 


Sales Offices: YS 
New York, Detroit, Chicago, San Francisco { ) 
— 









ee “HARDWARE AGE 
Hardware 


are ge, published every other Thursday by Iron Age Publishing Co. Publication Office, N. W. cor. 56th and Chestnut Sts., Philadelphia, Pa. Executive Offices: 239 W. 
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Sarces Tips 


Thousands of battery-powered 
toys went into Christmas stockings .. . 


HUNDREDS OF THOUSANDS OF NEW 
BATTERIES FOR THOSE TOYS WILL 


BE BOUGHT NOW... 





Cash in on this profitable market 


I. Send for the FREE Eveready window - streamer 
that tells kids and parents that you sell the batteries 
that make their toys run. 


2. Display Eveready unit-cells, the favorite bat- 
teries for toys; and make sure you have plenty of 
Evereadys in stock. 


Bb. Remind parents to keep batteries in the house so 
the children won’t howl when the toys stop running. 











ERE’S where you can make another of 


those wise moves that mean good mer- V E RE AD 
chandising. The store that goes after this E Y 





business right now—and that’s easy enough BATTERIES 
to do—will make some nice extra profits. 
We'll help you by sending, FREE, a good- National Carbon Company, Inc. 
looking window-streamer that makes your 30 East 42nd Street 
store “power headquarters” for toys. Send in New York City 
the coupon, and we'll rush the streamer to you. Please send me free window-streamer featuring battery 
replacements for toys. 
NATIONAL CARBON COMPANY, INC. 2 , 
General Offices: NEW YORK, N. Y. TN ehis sistem cients iaiedeaantieiinnnimmebiimmssiia 


Branches: CHICAGO NEW YORK SAN FRANCISCO 
Unit of Union Carbide UCC and Carbon Corporation 
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HANOVER WIRE 
LEADS THE WAY 


ane, a 

FLL II A7 
ELIS 

sae eae 


Your Wire Goods 
Departmene 
With the famous HANOVER BRANDS- 


HANOVER “Golden Rod”’—Golden Bronze 
HANOVER “Oriental”’—Antique Bronze 























HANOVER “Crescent’—Bright Copper 
HANOVER “Colonial”—Antique Copper 
HANOVER “Apex”—Electroplated 
HANOVER “Vulean”°—Black Painted 


Special Alloy and Special Mesh on request. 


HANOVER quality backed by more than 25 years of experience— 
woven into every roll and guaranteed to every user—will inspire 


confidence, win trade and hold customers. 


HANOVER Wire Cloth is attractively labeled and packed in sturdy, 
individual cartons to reach you in perfect condition and insure 


pe rfect condition until sold. 


Ask vour distributor for HANOVER Wire Cloth. Tf he does not 
have it, ask us. We will see that vou vet it. 


HANOVER 


WIRE CLOTH COMPANY 
HANOVER PENNSYLVANIA 
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THE AMAZING NEW 
BAND-A-BLU BURNER 


The most amazing achieve- 
ment since the development 
of the Coleman Instant-Gas 
Principle! Produces aclear- 


NEW DIAL TYPE 
SAFETY 
CARBURETOR VALVE 


Another big step forward in 
the safe and simplified oper- 
ation of Instant-Gas Stoves! 











In All the World 


Produces gas instantly. blue band of carbon-free, 
Works like a snap switch. NO STOVE odorless flame. 20% greater 
Insures accurate, safe and LIKE THIS! heating efficiency than pre- 


easy Operation at your finger. vious high-powered Cole- 
tips. Prevents “trapping” of man Burners. 50% greater 
fuel...no heavy odors. range of cooking heat. 











They’re ready . . . the new 940 Series Coleman Instant-Gas Stoves with amazing new improve- 
ments. A complete line of 12 models including 8 Ranges. Colors, styles and designs to suit 
every taste and purse. In all the world no stoves like these: 


I—ADDITIONAL SAFETY 4—HIGHER HEATING 


FEATURES EFFICIENCY 
5—~—GREATER STYLE AND 
2-—LESS FUEL COST BEAUTY 


3— SIMPLER TO OPERATE 6— ADDITIONAL NEW MODELS 
7—~ WIDER RANGE OF PRICES 


Hold everything until you see this remarkable new line of Coleman Instant-Gas Ranges! They 
will be on display at the Hardware Shows. But in the meantime, fill in, clip out and send the 
coupon for our Big, New, Full-Color Catalog. 


MAA ieee 


SEND COUPON THE COLEMAN LAMP AND STOVE COMPANY Dept. HA20 
FOR NEW FULL-COLOR Wichita, Kans.; Chicago, Ill.; Philadelphia, Pa.; Los Angeles, Calif.; Toronto, Ontario, Canada . 
Yes, send me the new 1934 Catalog on the 940 Series Coleman Instant-Gas Ranges. | 


CATALOG Name 7 


JUST OFF THE PRESS yor | oy. 
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HE IS adel 





In the current series of Nicholson File adver- 
tisements the type of man who is essentially 
a self starter is featured. The copy then draws 
an analogy between this type of man and tools 
which are self starters, pointing out that Nichol- 
son Files start at full efficiency on filing work and 
maintain their pace until the work is finished. 


OL 
e% 
U.S.A. 


(TRADE MARK) 


| 





Widely circulated in varied publications 
these advertisements will make Nicholson Files 
self starters across your counters. 

You can depend upon Nicholson File Adver- 
tising to sell Nicholson Files and upon their 
quality to keep the customer sold. 

At your jobber’s. Nicholson File Com- 
pany, Providence, Rhode Island, U. S. A. 


Gone 


NICHOLSON FILES 


A FILE FOR EVERY PURPOSE 
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...SO you can go on selling 
TAYLOR THERMOMETERS AT A PROFIT 


HICKS-TO-BE, cakes, candy and 
§ people are all affected by one thing 
—TEMPERATURE. So long as that is 
important, you have a ready market for 
thermometers —Taylor Thermometers. 
There are special reasons why “‘ Taylor 
Thermometers.” 

In the first place, they are accuracy 
itself. They always have been made to 
be accurate—they always will be made 
that way. And your customers expect 
you to furnish accuracy when they need 
thermometers. 

Taylor Thermometers have everything 


else you need to sell, besides accuracy. 
They are attractive in appearance—none 
more so. They are designed and made for 
hard usage. That is something your cus- 
tomers will appreciate these days. They 
offer you strong selling support through 
national advertising in consumer maga- 
zines. They are priced to sell rapidly—and 


profitably. They are made by a company 





that is known the world over as a maker 
of the finest thermometers of practically 
every type for almost every purpose. 
Your wholesaler is the one to keep 
you supplied with Taylor Thermometers. 
That is the rule under the new Sales 
Plan Taylor inaugurated so successfully 
last year. Send your order to him for the 
instruments shown below and ask him 
for information about any of the many 
other Taylor Temperature and Weather 
Instruments for farm, business 
or home use. Taylor Instrument 
Companies, Rochester, N. Y. 














1 HELP TO HATCH 
THE EGGS 





No. 5776—TAYLOR INCUBATION 
ZONE THERMOMETER. Green tint- 














1 WARN YOU OF BAD 
WEATHER OUTDOORS 













1 TELL WHEN 


CANDY IS DONE 





ed incubation zone for easy reading. 
Scale flanged to hang over wire or stand. 
Scale 4” long, white enameled with 
black figures. Mercury filled tube, with 
magnifying lens. Priced to retail at 75¢. 
No. 5908—TAYLOR CANDY AND 
JELLY THERMOMETER. Range ap- 
proximately 60° to 320°F. Nickel silver 
scale. Wood handle lacquered apple 
green. Adjustable clip on back for 
attaching to kettle. 1234"" over all. In 

x with instructions and sample re- 
cipes. Priced to retail at $2.00 each. 























No. 2257—TAYLOR STORM- 
OGUIDE. Fairfax model. Satin 
black case to stand or hang. 
Chrome, reed trim. Dial grained 
aluminum, unbreakable crystal. 
Automatic altitude adjustment 
to 3500 feet. Priced to retail at 
$10.00 each. 





m= ow! 


“2 
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1 ASSURE A WELL- 
BAKED CAKE 








No. 5928—TAYLOR BAKE OVEN 
THERMOMETER. Range approximately 
200° to 700° F. Scale white vitreous enamel 
figures and baking terms in black. 6” high, 
with recipe box @nd cards. Priced to retail 
at $2.00, 
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WE GUARD 
HEALTH AND 
COMFORT INDOORS 





No. 5151. TAYLOR COM. 
FORTMETER DISPLAY. 
These thermometers, priced 
to retail at 25¢ each, sell 
themselves in this counter 
display. Each display con- 
tains twelve 8-inch ther- 
mometers in different de- 
signs and colors. 











SELF-OILING 


JANUARY 
FEBRUARY 
MARCH 
APRIL 
MAY 
JUNE 
JULY 
AUGUST 
SEPTEMBER 
OCTOBER 
NOVEMBER 
DECEMBER 
Are 


Pump 


Months 


Every dealer who reads this advertisement recognizes the importance of water and the 
part it plays in the daily activities of his community. City, town, village—home, farm, 
factory—water comes first, and dependable pumping equipment to secure it follows a 
close second. Here Myers Self-Oiling Power Pumps and Water Systems step in and 
support their claim for year through Sales-Profits with a complete style and size range 
for sale and installation any dcy of any month during the entire year. 

Start the New Year right by writing us for catalog and complete information. 


TH FL.E.MYERS & BIRO.¢S. AshlandQhio 


ASHLAND PUMP AND HAY TOOL WORKS 
PE 
* 



























YEAR THROUGH Sal/es-Profits 
MYE RS POWER PUMPS 


With the coming of January inventories are again in order. The old year is history. 
The story has been written in profits for some and in losses for others. Whatever the 
records show, one way or the other, the fact remains that the year just closed has 
witnessed marked improvements in Myers Self-Oiling Power Pumps and Water 
Systems that will continue to fortify their position of leadership and further enhance 
their sales and profit values for those who look forward to widening their business 
opportunities during 1934. 





STYLE 
QUALITY 
PERFORMANCE 
DURABILITY 
PATENTED 
FEATURES 
And 
SIZE RANGE 
Of 
MYERS PUMPS 

Make 


Selling 
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THE BIG DEMAND.» / 
a NON-ARSENIGAL Jpyeciici 


re a CVeylables 
ruil and bacco 


Ano that demand is rapidly trending to DUTOX because— 


(a) DUTOX is a non-arsenical insecticide. 

(b) DUTOX has been approved by experimenters and prac- 
tical growers Over a period of years. 

(c) DUTOX is effective: i.e., it KILLS the insects, used as dust 
or spray. 

(d) DUTOX is nationally advertised in leading farm publications. 

Some DUTOX advertisements are shown above; they appear 

regularly in 23 national and state farm papers. Each carries 

the DUTOX message of crop protection to over 5,000,000 

commercial growers and home gardeners in every section— 

many of them in your trading area. 


Selling Helps Furnished FREE 


Be prepared — draw this local demand to your store with an 
attractive DUTOX display, window streamer, large display card, 
folders, electros, etc., which we furnish dealers free. Ask your 
jobber or write us. 


THE GRASSELLI CHEMICAL COMPANY 


Founded 1839 eee Cleveland, Ohio 
JOBBERS—Write for attractive DUTOX proposition 


DUTOX 


REG. U. S. PAT. OFF. 


A NON-ARSENICAL INSECTICIDE 





tar, 
tim 
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Made by a Firm with 95 years 
Of Chemical Experience 








TOOLS @ PAINTS @ CUTLERY @ TIRES © BUILDERS’ and SHELF HARDWARE @ SPORTING and ATHLETIC GOODS 


To see the future clearly— we must pause 
to look into the chronicles of the past. 
And so in January, at the turn of the 
year, we cast back in search of rich and 
wholesome experience in the light of 
which we may look forward to 1934 with 
self-reliance, confidence and convic- 
tion, and make it a successful year. 


Ohe Simmons Hardware 
Company extends sincere 
good wishes for a happy 


and prosperous New Year. 





HOUSEWARES and APPLIANCES e BICYCLES and WHEEL GOODS e STOVES e RANGES @ HARNESS 
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Economical and practical. Has graduated mesh spacing Straight Line Netting is uniform, strong and durable. 
. gives perfect poultry protection. First six spaces are Finished in 1” or 2”, all standard heights, 19 or 20 gauge. 
4” mesh, second six spaces are 1” mesh, next eight spaces Galvanized Before or After Weaving. 1” made in 20 
are 114” mesh, balance of spaces are 2” mesh. The %4” gauge only. 
mesh turns baby chicks, other spaces easily turn larger , 
fowls. Eliminates necessity of erecting 1” and 2° fence. il Sterling Eroduote are manufectared with oar guccente for 
Finished in 74", 30”, 48”, 60” and ta’. both 19 and 20 — Pg oe — Keg Nails and Staples, Field and Poultry 
te : : Wence, Bar! ‘ire, Bale Ties, Ornamenta ence and Gates, 
_ Galvanized Before - After Weaving. Gates, Herdware Cloth, Pe Mac Wire, and ee. 
Symmetrical uniformity, correct mesh spacing, rugged 
durability and splendid appearance are features of Sterling 
Hexagon Netting. Finished in 1” or 2”, all standard heights, 
19 or 20 gauge. Galvanized Before or After Weaving, 1” 
made in 20 gauge only. 
Note the mesh construction of 
Sterling Hexagon Netting. Has 
symmetrical correctness and rug- 
ged appearance. 
Srertinc Netting is 
made with the Lock- 
Twist Non- Slipping 
Joint, which will not 
break or become 
loose. Unrolls straight and lays out flat. Easy to handle. 
Does not sag, break or buckle. Line wires run full length 
of roll. Rolls are compact and uniform. 
GERN BApp 
KY 4s 
2 'y \S\ ° ° 
a i See Your Jobber or Write Direct to Dept. 10 
S —— 
: STERLING Since 1879 ILLINOIS 
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Actual size of sheets 9% by 12 inches 
over all; writing area 8% x 11% 
inches. Sheets printed on both sides, 
with 28 entry lines on each side. 
Price—$1 for 200 sheets (400 pages). 


Retailers Designed This New 


Hardware Age Inventory Sheet 


E asked 1000 leading retail hardware 

merchants to help us design this new 

HARDWARE AGE INVENTORY 
RECORD SHEET. Here is the result, a new 
sheet, a new size, a new form and a NEW 
LOW PRICE—$1 for 200 sheets. As these are 
printed on both sides, this means $1 for 400 
pages of inventory record sheets. Each page 
takes 28 items, one to a line. Your dollar in- 
vestment provides inventory entry space for 
11,200 items. 


In the past thousands of retail hardware 
merchants and wholesalers have used millions 


of the HARDWARE AGE INVENTORY 
SHEETS, because they were simple, conven- 
ient and handy to use. The new form of sheet 
is even more simple, more convenient and 
easier to use. Our entire effort was directed 
toward making annual hardware inventories an 
easier job. 


The new HARDWARE AGE INVEN- 
TORY SHEETS will fit the standard HARD- 
WARE AGE INVENTORY BINDER used 
by thousands of dealers. Send your dollar 
with your order for 200 of new inventory 
sheets to 


HARDWARE AGE 


239 West 39th Street 


New York City 


HARDWARE AGE 























real Selon Sentinel 
Near Your Door / 


’ 


Every housewife needs a Gottschalk Metal Sponge every day in the 
year. By placing a display carton of Gottschalk's Metal Sponge near 
your door, you will have a perpetual guard against lost sales. Get the 
most out of every patron that enters your store . . . it's the extra dimes — 
that count. 


Hand-L-Mop and Kitchen Jewel, two other Gottschalk items with the 
patented cushion sponge feature, are each designed to fulfil a special 
purpose. Every household needs all three items. Order today from 
your jobber or write us direct for samples and price list. METAL 
SPONGE SALES CORPORATION, Lehigh Avenue and Mascher 
Street, Philadelphia, Pa. 


, 
TERRITORIAL REPRESENTATIVES 


GILLAN SALES CO., 1499 Market Sti, San Francisco, Cal. 
California, Oregon, Washington, Montana, idaho, Wyoming, 
Colorado, New Mexico, Arizona, Utah, Nevada. 

HUGH M. STONE, 806 Branard Avenue, Houston, Texas 
State of Texas, south of Waco 
HARRY L. BERGER, 1699 Lincoln Avenue, St. Pauk Minn. 
Minnesota, lowa, North Dakota, South Dakota, 

Wisconsin, north of Wausau Upper Peninsula, Michigan 
Vv. P. MURRAY, 425 West Ontario Street, Chicago, Illinois 
IMinois, Indiana, Ohio Michigan, south of Traverse City, 
and Wisconsin, south of Wausau 
F. W. LARSON, 1259 Syndicate Trust Bidg., St. Louis, Mo. 
Missouri, Kansas and Nebraska 
WADE C. HARMER, 1131 Harrison St., Philadeiphia, Pa. 
Eastern Pennsylvania, Southern New Jersey, Delaware, 

District of Columbia 
NEW YORK PAPER CO., 520-22 W. Franklin St., Baltimore, Md. 
State of Maryland 


Gottschalk's 


METAL SPONGE 
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A LABORATORY test proves so and so—a metal- 
lurgical experiment demonstrates something else. 
All well and good—and necessary in the interest 
of quality. But—and this is the biggest ‘but’’ 
you ever heard of—such claims alone do not sell 
fence on a permanent, staple basis. Today—as in 
the past—a great majority of farmers purchase fence 
on the dictates of experience—on its time proved 
record of performance—on its demonstrated ability 
to serve longer and more economically. The fence 
they choose is Zinc-Insulated Fence—the largest 
selling brand in the world. Capitalize on this great 
preference. 


























Zinc-Insulated Fences . . Steel Fence Posts. . American 
Steel Gates. . Banner Poultry Fences . . Protector Poultry 
Fence... Netting .. Bale Ties .. Nails, Tacks, Staples.. 
Barbed Wire . . National Expanding Anchor Dirt Set 
End and Corner Posts . . Wire Clothes Lines . . Wire of 
all kinds. 










1831 1934 
AMERICAN STEEL & WIRE COMPANY 


208 South LaSalle Street, Chicago SUBSIDIARY or unreo RS stares STEEL CORPORATION Empire State Bldg., New York 
94 Grove Street, Worcester AND ALL PRINCIPAL CITIES First National Bank Bldg., Baltimore 
Pacific Coast Distributors: Columbia Stee! Company, Russ Building, San Francisco Export Distributors: United States Steel Products Company, New York 
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Get a “Flying Start” 
With UNION HARDWARE 
Roller Skates In 1934 


1933 was an outstanding year for roller skating— 
skating parties, skating teas, skating dances, skat- 
ing races, skating carnivals—all helped sell the 


good old “ROLLERS.” 





For Children 


Why not help maintain the interest already created 
in roller skating throughout the New Year? Geta 
“flying start” with Union Hardware Ball-Bearing 
Extension Roller Skates. Display them promin- 
ently—make 1934 a banner year for sales and 
profits. Their established reputation and good 
features SELL them and they never disappoint. 





“UNION” features include: Finest ball-bearings; 
self-contained wheels; trucks that oscillate with 
best quality rubber cushions and permit turning 
in a three-foot circle; straps of sturdy grain leather 
and the quick, easy adjustment feature that holds 
securely. 


For volume sales and steady repeats tie up with 


the “UNION” line. 


Sold by Leading Jobbers 





Reg. U. S. Pat. Off. 


TORRINGTON, CONN. 


Established 1854 For Women 





New York Office 151 Chambers St. 





CONDENSED cata, 
SEE Oe DIRECTORY wyAlOG 
in THE HARDWARE ace NER 


No. 130 







For Men 
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Up-to-date Models—All of Them! 


Herein lies the great trade appeal of 


Pow 


. 3 
Builders 
Hardware 
BN O | Pt oo HE usual concern of the 
fe nal , buyer of hardware is not 

DERS' quality alone but also the 
HARDW —s up-to-dateness of designs. 




















( al of ae 





New principles of design and 
action, new finishes to en- 
hance their beauty, distin- 


Seana a. -_— guish many of the hardware 
* Fle tht specialties which comprise 
= ie TL Th the popular National line. 
eet. i ir r 5 TT) BEL Each year new designs are 
Sit ie au ll seal ae = 


added to this extensive assort- 





















ment of builders’ hardware 
to meet the ever-changing re- 
quirements of the trade, but 
the high standard of National 
products never varies. 





The modern method of pack- 
ing the merchandise is another 
noteworthy feature. It is a 
great advantage to dealers in 
stocking this fine hardware. 
Durable boxes and packages, 
plainly labeled, keep all sets 
intact and prevent errors in 
filling orders. The trade also 
appreciates the care in pack- 
ing. This insures the hard- 
ware reaching the consumer 
in perfect condition. 








National dealers everywhere 
appreciate these many sales 
features. 











pT ee Te 





National hardware is sold direct 
to the retail dealer—a policy 


NATIONAL MANUFACTURING COMPANY _ #2: promotes, quality, service 


and direct selling cooperation. 
STERLING, ILLINOIS 
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FARMERS 


will soon be 
buying 


FENCE 






2 CAMBR.A FENCE 


||) \| CAMBRIA FENCE 


HE time of year for repairs and replacements on the 

farm is just ahead. Soon farmers will be coming into 
your store for all kinds of supplies and equipment, and 
for field fence. 


Be ready with a stock of Cambria Fence in the styles 
and sizes they’ll need. Cambria Fence is good fence to 
use, and to sell. Here are three important reasons: 


(1) Cambria Fence is very springy, with tension 
curves in the line wires to keep them taut. 


(2) It is made of true copper-bearing steel, contain- 
ing .20 to .30 per cent copper, and protected by a heavy, 
tight coating of highly pure zinc. That means double 
defense against corrosion. 


(3) The stay wires have hinge joints, so that they 
swing right back into position after being pushed out of 
shape. 


You can sell Cambria Fence and stand back of it. It 
gives the farmer dependable protection for his crops and 
livestock and remains strong, serviceable, rust-defying, 
through the rains and snows of many years. 


("AMBRIA FENCE 


MANUFACTURED 
BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
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STANLEY 


HAND TOOLS 


NEW BRITAIN, CONN. 











| ~ Pictures fell the e story 
Me every month DEVLIN s. 


\ - 


_ 
| 








_ THOMAS DEVLIN MFG. CO., INC. ¢ BURLINGTON, N. J. 
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SASH CHAIN 


a Stove 
lumbers’ Tire and 
Register Sink 

ety BOLTS 
Furnace — 
Ladder Machine 
Sash Screw 
CHAINS Stove & Tire 

Bolt 


—. U.S.S. Speedometers 


S.A. E. — 
Escutcheon Plain Tachometers 
PINS S.A. E. 

scpgeetinted 

NUTS 


THE CORBIN SCREW CORP. 
THE AMERICAN HARDWARE CORPORATION, SUCCESSOR 
NEW BRITAIN, CONN 
Warehouses: 


New York Chicago 
Philadelphia 
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These three bass, total weight 33 Ibs., were caught by 
Charlie Edwards on the old reliable Shimmy Wiggler. 


On Stream or Lake 
and in Your Store 


| io man who leads always has knockers and imitators, but 
imitation is the most sincere flattery. Al. Foss Baits are 
found in more tackle boxes than any other lures. Why?— 
Because they catch more fish. Al. Foss Baits and Pork Rind 
will make your tackle department a leader. They give you 
a better profit margin, and Al. Foss Pork Rind will not spoil. 
Have you seen our advertising to the fishermen? It exposes 
the whole bait business. Send for samples today. 


THE AMERICAN FORK & HOE COMPANY 


SPORTING GOODS DIVISION BOX 33 GENEVA, OHIO 











The Mouse No. 15 


All brass, nickel plated. Weight 5% oz. Red 
and white bucktail, 3/0 hook standard. Has 


5 sure-fire fish appeals. Casts into the wind 
with greatest 


Dixie Wiggler oe 

All brass, highly nickel plated. No. 13, 
5 oz., 3/0 hook; hook detachable. Red 
and white bucktail standard equipment. 
Casts right to the spot like a bullet. Hook 


rides upright and cannot turn over. Cuts 
its way through the weeds. 


ease. Practi- 
cally weedless. 


The Original and Genuine Al. Foss Pork Rind Strip 
Has many imitators but no equals. It does not spoil—an ex- 
clusive feature. 35c¢ per bottle. 5 styles—oat all dealers. 


Fos5 


PoRK RIND BAITS 
A TRUE TEMPER PRooucT 
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READY! 


A NEW 
LEADERSHIP LINE 





REG. U.S. PAT. OFF. 








FANS 
°-JUGS- 
for 1934 


Newly styled ... newly 
engineered ...to answer 
every customer demand 


for Quality Merchandise. 
i Backed by a sound, hard- 





hitting Jobber-Dealer 

Policy, providing full 
play for a unjversal trade ac- 
ceptance ... and 


merchandising basis, 
at greater-than-average 
profit! 


id Priced to Sell on today’s 


DISTRIBUTORS 


AND RETAIL MERCHANTS 


will be interested in the 
contents of this illustrat- 
ed booklet. 


KNAPP-MONARCH CO. 


9302 Carbon St. 
BELLEVILLE, ILL., U.S. A. 
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WE DO OUR Pant 


SCIENTIFIC 


THE LIFE OF ROPE 


P_DOWN—up-down, how after hour and hae’ aha! day, 


this machine is wearing out rope under conditions of ex- 


) 


treme severity. 


Heavy weights suspended by ae ‘topes are being continu- 
ously raised and lowered; the rope passing over sheaves of small 


ceives:in a day. Yet, it proves by comparison the actual wear of 
ropes of different penebadine. 


The results of these unceasing tests on endurance machines 
prove that Columbian is equal or better in every case to any 
rope made. 


This is one way in which the manufacturers of Columbian Tzpe- 
Marked Rope have of satisfying themselves that Columbian is 
being made right for extra long service. These tests also answer 
the user's question—How will Columbian wear? They prove 
that Columbian has no superior. 


COLUMBIAN ROPE COMPANY 
352-80 Genesee Street 
Auburn, “The Cordage City,” N. Y. 
Branches: NEW YORK CHICAGO BOSTON NEW ORLEANS 


TORTURE MACHINES NOW PROVE 


7 


/ 
7 


diameter—more wear in a minute than rope in ordinary use re- | 





/ 


COLUMBIAN ROPE 


HARDWARE AGE 


JA 





AGE 














Made in 12, 
14, 16 and 18 
mesh from 


ways. All 
widths in 
even inches 
from 18 to 42 
ins. inclusive, 
also 48 in. 
double 





lineal ft. 


Other popular Cortland 
brands: Cortland Black, 
Cortland Bronze, Cortland 
Ultra Premier and Cortland 
Copper. 


All grades of our Screen 
Wire Cloth are made to 
comply with specifications 
adopted by the Bureau of 
Standards, Department of 
Commerce, SPR 122-31. 








Home owners are seeking ECONOMY in Wire 
Screen Cloth. Cortland Gray-Wick assures it. It 
is properly electroplated with a heavy ZINC Coat- 
ing and also thoroughly enameled with durable 
White Transparent Varnish—a double protection 
against rust. 


Every roll of Cortland Gray-Wick is made from 


Full Gauge Wire and sturdy Copper Alloy Open 


Hearth Steel drawn in our own mills—full gauge. 
Remember, rust-resisting screen cloth can be made 
only from rust-resisting wire. 


Cortland Gray-Wick resists rust long after ordinary 
steel wire screen cloth has deteriorated. This fea- 
ture alone is increasing Cortland Gray-Wick sales 


_ everywhere, because customers are buying wire 


screen cloth that will last longest without replace- 
ment. Its soft, pleasing dull Gray enameled surface 
makes fine appearing screens that are a credit to 


any building. 


We control every operation from raw material to 
finished product. 


Your Jobber will supply you. 














The Double Protection 
Feature Makes Sales for You 
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Now shipped in 
strong individual 
roll fibre cartons: 
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@ NOW is the time to plan for 
better profits in the coming year. 

Consider your sales and profits 
from linseed oil last year. Did you 
handle it as a convenience for the 
trade... or did it net a fair return 
on your investment ? 

We have a plan... and the pro- 
duct... for the dealer who wants to in- 
crease his linseed oil profits in 1934. 

The product is Kellogg’s Improved 
Boiled Linseed Oil... the greatest 
value for outside painting . .. now 
worth more than ever in the 5-gallon 
Sealed Containers. 

The plan, that many dealers are 
using with considerable success, is 
to sell Kellogg’s Improved Boiled as 
a superior specialty ... marked up 
in price to bring a legitimate profit. 


SPENCER KELLOGG AND SONS SALES CORP’N 
Buffalo, N. Y. 


Special Oils Department 


Q” Mere’s the way to BOOST 
Your Linseed Oil 


PROFITS 


im I9sA4 





Kellogg’s Improved Boiled, a really 
superior linseed oil, is preferred by 
a large majority of Master Painters. 
They’re willing to pay a premium 
price for the genuine product. They 
know that the Sealed Container pro- 
tects them from inferior substitutions 

. insures the purity of Kellogg’s 
Improved Boiled from the refinery 
to them. 

Decide to take your linseed oil 
business out of the red. Stock the 5- 
Gallon Pails of Kellogg’s —, 
Boiled now . 


and sell it to a 
\ ; rant on 


make money. 





More than two thousand \ 
Master Painters have re- | 
quested samples of Kel- 
logg’s Improved Boiled 
- +» tested it... asked Ye 
where to buy it. \ 


Lin ELLOGG’S Improved Boiled 
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ABW LABELS 


CAN'T COME OFF 
OR BECOME MUTILATED 


A Development that Promotes an attractive 
Display of Shovels and gives the Dealer 


New Merchandising Opportunities 


Lj new ABW method of marking has 
solved the age-old problem of paper 
labels that become torn, mutilated or 
missing. 


Instead of a printed label pasted on the 
handle, the Brand name is now die pressed 
in colors into the wood by means of a spe- 
cial ABW process. 


This new marking can't come off or become 
mutilated—it is as permanent as the handle 
itself. Unique and attractive, it adds to the 
appearance and finish of the shovel. 


Every ABW shovel, spade or scoop that 
carries this new marking reaches the Dealer 
with the Brand name as perfect as when 
it left the factory—ready for display with- 
out any apologies for unsightly appear- 
ances due to handling in shipment. 


Display is a big factor in successful Dealer 


WALLY. 
y AND 7 
IASNTEL 
"UM PERFE 
ALL KINI 


TLL Ae 





PAPER LABEL 
EASILY TORN 


ABW LABEL 
DIE PRESSED 
INTO THE WOOD 


Merchandising—but shovels that reach the 
Dealer with labels off or torn will hardly 
make an attractive display. 


This new marking is not confined to Factory 
Brands, it is available for Jobber's Brands, 
and during the past year progressive Job- 
bers and Dealers have been using ABW's 
new die pressed labels to increase sales. 


When you buy ABW Shovels, Spades or 
Scoops you can rest assured that in ap- 
pearance as well as performance, you are 
getting the best—easy to look at—and 
readily sold. 


ASK YOUR JOBBER 


ov 


AMES BALDWIN WYOMING COMPANY 


PARKERSBURG, W. VA. 


JANUARY 4, 1934 


NORTH EASTON, MASS. 
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GENTLEMEN, YOU PUT IT ACROSS !—you made 1933 the 
biggest and best HIGH VELOCITY year in Peters history! We 
thank you for a bang-up job of selling. We thank you for making 
1933 a record-breaker for Peters High Velocity Shells. We know 
your customers have thanked you, too, for recommending the shell 
with the wallop. And we’re predicting right now that you'll bag 
an even bigger quota of Peters High Velocity Shell sales in 1934. 
Peters is the ammunition you can sell with confidence. Peters is 
the ammunition your customers can shoot with confidence. The 


Peters Cartridge Company, Dept. A-22, Kings Mills, Ohio. 





HIGH VELOCITY! ‘The only shell designed 
especially for modern, progressive burn- 
ing powders and maximum charges of 
powder and shot. Long range, accelerated 
velocity, killing energy. Dense patterns. 


The hardest hitting shell ever built! 


PETERS 


AMMUNITION YOU CAN 
SHOOT WITH CONFIDENCE 
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This Hose 
can laugh at a kink! 





Wi you sell Thermoid garden hose you know it can take 
care of itself. No matter what contortions it is put through 
on the way from the faucet to the garden, it untangles itself 
like magic. Thermoid builds garden hose so that it doesn’t 
have to be pampered. Stone paths and roadways are just so 
much velvet to this tough hose. 


And that’s what your customers want in a hose. A home gardener 
develops more temper over a leak in the hose than a failurein 
any other product you sell. Don’t take chances on the good- 
will of your trade. See that the hose you sell carries that famous 


trade-mark—THERMOID. 


Ask your wholesaler about the new Thermoid Moulded All- 
Rubber Garden Fiose—the lead-pressed, extra-pressure hose that 
created a stir last season. 


THERMOID RUBBER COMPANY 


Factories and Main Offices: 


TRENTON : NEW JERSEY 
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GENERAL 
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helps you to 


sell more 


Your Customers Look 
for this mark 
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lamps 





Which has stood the 
DEPRESSION TEST BEST? 


THINK over all the items 
in your stock. Which one has stood 
up among the best in market, sales 
and profits throughout the depression? 
And which incandescent lamps have been 
advertised consistently and in undimin- 
ished volume throughout the depression ? 
Two questions, but only oneanswer:Mazpa 
lamps of General Electric manufacture. 


In good times and bad, General Electric 
helps you sell with powerful, continuous 
advertising. 300,000,000 advertising 
messages on Mazpa lamps of General 
Electric manufacture will appear 
in 1934. They will carry the General 
Electric story of ‘‘Good Light at Low 
Cost’’ to every wired home in the 


nation; more important for you, to 
every wired home in your neighborhood. 
You can ‘‘sign your name’’ to this 
advertising—and profit by the sales it 
makes in your community—by follow- 
ing the three simple suggestions below. 


‘General Electric Company, Nela Park, 


Cleveland, Ohio. 





Do These 3 Things and You Will 
Sell More Lamps 


1. Put in the Edison MAZDA lamp display every 
time you receive it. 

2. Take a current magazine advertisement and 
build a massed display of Edison MAZDA lamps 
around it. 


3. Ask people to buy. Every home needs more 
and higher wattage lamps. 











EDISON MAZDA LAMPS 
GENERAL @ ELECTRIC 
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HVvINe proved equal to the task on the first 
Byrd Antarctic Expedition, Admiral Byrd 
again unhesitantly selected 


ATKINS SILVER-STEEL SAWS 


He knows the kind of men and saws that it takes 
to meet the strenuous demands of the Polar 
Region—the real he-man type; and in addition 
to the supply of ATKINS ice saws, metal cutting 
saws, circular rip and crosscut saws, hacksaw 
blades and frames, files and torches that left the 
states with him, he cabled for more as shown 
above. 


Op 
a 
m 
m 
re 


W 


Let his experience guide you in your selection 
of saws. They are "The Finest on Earth” and 
you cannot find better ones at any price. 


4 
Ap 


Order today from your jobber. If he can- 
not supply you, write to us and we will 
see that you are supplied promptly. 


—— 
—* P A 








E. Cc. ATKINS AND COMPANY AGAIN 
INDIANAPOLIS, INDIANA SHOW LEADERSHIP 
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This display in the window of the Lind Hardware Co., Chicago, was produced by the staff window men and was done in colors 


to match those on the product package. 


How Lind Hardware Co. Builds Volume with 


PACKAGED OIL 


IKE the majority of hardware 
stores, we have, for the last few 
years, found it wise and profit- 

able to spend time and study on the 
development of our merchandising 
methods. We discovered that the 
hardware business alone was not 
going to be capable of producing the 
volume that was necessary to our 
existence. New lines of merchandise 
had to be added, more up-to-date 
methods of selling had to be em- 
ployed and above all, we had to 
follow the example, generally, set by 
the large department stores and 
chains if we hoped to hold our own 
in competition with them. 

Our retail store has been com- 
pletely modernized and we are now 
in the heat of our battle to gain vol- 
ume. New lines of stock are arriving 
every week and, of course, we can 
see that we are on the right track 
inasmuch as our store traffic is im- 
proving and our unit of sale is rap- 
idly increasing. 

Not so very long ago, you gave 


JANUARY 4, 1934 


By W. E. Selk 


Store Manager, Lind Hardware Co. 


Chicago, Ill. 





some space to the rental of floor 
sanders as a profitable addition to 
the hardware stores, and it happens 
that we were considering going into 
that business at the time. Your 
artioles helped convince us and also 
gave us many good ideas to work on. 
The floor sander we purchased has 
paid for itself twice over already and 
we have made a handsome profit on 
its kindred lines, such as: sand 
paper, scrapers, varnish, and so forth. 

This fall we were persuaded by our 
wholesaler to give packaged motor 
oil a try-out in a small way. We de- 
cided there were possibilities even 
though we had never before attempted 
to sell any automotive supplies or ac- 
cessories; consequently, we purchased 
a small quantity to experiment with. 
After a few days of observation we 
were convinced packaged motor oil 
held for us unusual sales opportuni- 
ties and immediate arrangements for 
its development were instigated. Our 
first step was to obtain a_ large 
enough stock to make mass window 


29 








and store displays. Then, our sales 
force was thoroughly coached on the 
selling methods to be employed. 

The results of our mass display 
and sales efforts were very impres- 
sive, and from the very first day on 
we have steadily increased our motor 
oil sales. Needless to say, it did us a 
great deal of good to hear the nu- 
merous reactions of our customers to 
our over-night induction into the oil 
business. We were accused of trying 
to put the service stations out of busi- 
ness, copying the chain and grocery 
stores and numerous other things; 
but, the point is we got immediate in- 
terest and that, of course, is all an 
active and well trained sales force 
needs to work on. 

Now let us consider some of the 
discoveries and reasoning of our oil 
merchandising, first of which is our 
field of sales. We know that the aver- 
age of automobile owners among our 
regular store customers is very high. 
Therefore the majority of our sales 
possibilities are right inside of our 
store. Secondly, we know that it is 
quite natural for people to buy pack- 
age motor oil as a result of the recent 
advertising carried on by the large 
refineries. 

Although we had not previously 
planned the features of our product, 
we soon discovered the principle ap- 
peal it held for our customers; that 
of being quality oil, at an attractive 
price. Highly advertised oils selling 
at an average price of from 30 to 35 
cents a quart have created a prestige 
for other similar oils; therefore, we 
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found it comparatively easy to place 
our product before the customer on a 
quality basis. The present retail price 
of our oil to the consumer is 17%c. 
a quart, which is attractively low 
from the standpoint of quality as 
compared to the above. The large de- 
partment stores and chains around us 
have been selling their oils for an 
average of about 14%4c. a quart. 
Therefore, their low price is their 
principal sales appeal. We have not 
found it necessary to place ourselves 
in direct competition with these low 
prices because of our approach from 
the standpoint of uniform quality. 


2-Gallon Containers 


It has been the custom of the chain 
to sell their motor oil as an average 
in 5-gal. containers, which in our 
opinion is undesirable to the custom- 
er. Very few motorists have imme- 
diate use for 5 gal. of oil and the 
purchase of that quantity is naturally 
more difficult to make because of the 
amount of money involved. On the 
other hand, our oil as presented to 
the customer on the quality basis in 
2-gal. container at $1.39, is not a 
large investment for him to make and 
will supply his needs for the present. 

Our enthusiasm for the oil business 
is well deserved because of the im- 
mediate customer acceptance. When 
you stop to realize that the smallest 
unit of sale we make is $1.39, you 
will readily understand the recreation 
from the many small 5 and 10 cent 
sales we make every day on the regu- 





lar hardware line. Also, we find that 
a number of our customers buy more 
than one can at a time, especially 
those that operate more than one car, 
such as contractors and_ business 
houses. A regular customer in the 
store last week, with his chauffeur, 
making small purchases of necessary 
hardware items had his attention 
called to our oil. We learned that he 
was leaving for California in a few 
days in his Packard automobile and 
our story of uniform quality of mo- 
tor oil on his trip went over and 
along with the recommendation of 
his chauffeur, we sold the man 14 
2-gal. cans of oil to take along. This 
was not only surprising to us, but it 
taught us the interest some people 
can have in uniform quality and good 
grade of motor oil. There are many 
other equally as pleasing incidents 
involving quantity purchases such as 
this. 

Although our company has been 
active in the hardware business since 
1888, and has grown to be one of the 
largest in this field in this city, to my 
knowledge we have never added an 
item to our line which has proved so 
favorable from every standpoint and 
we feel justified in recommending its 
acceptance by the hardware trade as 
a whole if they are interested, as we 
are, in developing our business. 

The accompanying photographs of 
our present window display and store 
interior illustrate the extent of our 
efforts. The window display was 
manufactured by ourselves from 
crepe paper and billopack (a new 
corrugated display material) in cor- 
responding colors of those on our 
motor oil can. The catch phrase 
“‘We’ve struck the oil” is cut out and 
backed with a light shadow box 
which flashes six times per second. 
The interior store display, although 
not impressive from the standpoint 
of art is prominently located in our 
main center aisle and has as its at- 
traction the broadside supplied to us 
by the wholesaler, and the display 
board on the lower part of the dis- 
play supplied by the refinery. You 
will also notice another display of 
motor oil in the rear of our store on 
the ledge above the paint stock. 


This photo shows only about half of the 
Lind Hardware Co.’s first floor. On 
the second floor is a large gift depart- 
ment and builders’ hardware showroom. 
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TVA Directors: Left to right—Dr. Harcourt A. Morgan; Chairman Arthur E. 
Morgan; David A. Lilienthal. 


Ten Million Dollars for 


REMENDOUS markets for 

| sales by retail hardware stores 

of electrical appliances are en- 

visioned under the new national 

power policy and national power 
program. 

Instituted with the passage of the 
Tennessee Valley Authority act ap- 
proved by President Roosevelt May 
12, 1933, the far-reaching, long- 
range program looks to an electrified 
America. Electricity in very truth 
is to become the servant of the 
average man and woman in the 
homes, farms and places of business 
of the country. The entire electric 
structure is to be re-examined and 
drastically revised. Electric-using 
appliances must be put into homes 
and on the farms on a scale hereto- 
fore not successfully attempted. All 
forces of business, scientific and 
engineering ingenuity and technique 
must be concentrated upon the prob- 
lem of reducing certain costs of oper- 
ations. The people of the country 
must be brought to realize that there 
is a pool of electricity lying idle, 


By L. W. MOFFETT 


Washington Representative, 
Hardware Age 
ready and waiting to be used, and to 
realize what electricity can do in 
lightening their burdens, in increas- 
ing their incomes and making a 
richer and better life., 

So the picture is painted by David 
E. Lilienthal, director in charge of 
power development of the Tennessee 
Valley authority. Mr. Lilienthal 
says he has not gathered the colors 
for this ideal from More’s Utopia. 
Quite the contrary, it is distinctly to 
be reality, one that entails many 
difficulties, but one he says that can 
be achieved. 

The power program of the Author- 
ity is a crucial part of the plans for 
immediate action. This is only a 
start. The Authority has a hydro- 
electric plant at Muscle Shoals in 
Alabama with a rated installed 
capacity of 250,000-hp. The Author- 
ity is constructing a dam and power 
house at Cove Creek in Tennessee 
and another dam and power house 





Here is a Great 
Hardware Sales 
Opportunity .... 


The New Electric 
Home and Farm 
Authority—A New 
Government Agency 
Operating Through 
the Area Served by 
the Tennessee Valley 
Authority—Will Loan 
HomeandFarmOwn- 
ers More than 


above Muscle Shoals at what is 
known as the “Joe Wheeler” dam, 
which together will increase the ca- 
pacity of Wilson dam to at least 
600,000-hp. Out in Colorado, Boul- 
der dam, to cost $165,000,000, is 
rapidly being carried toward com- 
pletion, expected to be accomplished 
in 1937, to add to the nation’s annual 
supply of electrical energy 4,330,- 
000,000-kwh. At Grand Coulee, on 
the Columbia river at Bonneville, in 
Oregon, are two huge power develop- 
ments under way, estimated to cost 
another $100,000,000. The State of 
New York and the Dominion of Can- 
ada are making plans for power 
development on the St. Lawrence 
river with an installed capacity of 
2,200,000-hp. 

These activities reveal not merely 
an abundance of electricity. They 
disclose a super-abundance under 
present conditions. The people want 
electricity. The problem is to tie up 
demand and supply. Within the area 
of the Tennessee Valley privately 
owned electric companies have gen- 
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is FE erating and transmission facilities 
n, ‘ which can care for between 30 and 
a- : 40 per cent more demands for elec- 
st tricity than is now required, even 
1- allowing for reasonable spare ca- 
is pacity. A fair estimate, according 
n- f to Director Lilienthal, is that 25 per 
d cent of the investment in power 
al houses and transmission lines is idle, 
,- and is piling up fixed charges, be- 
n cause the customers of these compa- 
n nies are still tied to a low average 
D- use of electricity. 
st To devise economic ways and 
rf means to make electricity generally 
I available, of promoting the widest 
. possible use of power in the home, 
e on the farm and in the factory is the 
if fundamental problem that lies ahead. 
\t the present time the average 
y monthly use of electricity for domes- 
y tic purposes in the United States is 
estimated at about 50-kwh. It is pro- 
t posed to increase this consumption 
D several times. The ensuing require- 
a ments for electrical appliances, if 
y this purpose is attained, may be seen 


readily. 
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The first great stride in this direc- 
tion was formally made when on 
Dec. 19 President Roosevelt issued 
an executive order creating the Elec- 
tric Home and Farm Authority. It 
was the outgrowth of negotiations 
begun last October by the Tennessee 
Valley Authority with the electric 
manufacturers of the country and the 
principal electric utilities operating 
in the Tennessee Valley area, spread- 
ing over seven southern states. The 
second step was worked out in con- 
ferences in New York on Dec. 20-21 
between a special committee repre- 
senting the National Electric Manu- 
facturers Association and Director 
Lilienthal and General Solicitor 
William A. Sutherland representing 
the Authority. 

The purpose of the Electric Home 
and Farm Authority, a mortgage 
corporation, is to aid consumers in 
purchasing standard electric equip- 
ment through retail outlets at “very 
low prices” and to bring about reduc- 
tions in electric rates in order to 
increase the use of electrical power 


Electrical Appliances 


and to stimulate manufacture and 
retail sales of electrical appliances. 
The set-up of this organization and 
its program gives a splendid index 
of the conception under the New 
Deal of vastly increased use of elec- 
tricity from power developments 
throughout the country. Conse- 
quently, if the experiment works, re- 
tail hardware stores have enormous 
new markets before them. 

The capital of the Electric Home 
and Farm Authority consists of com- 
mon stock of $1,000,000 allocated by 
the President under the National Re- 
covery Act. Director Lilienthal has 
pointed out that up to $10,000,000 
of credit for financing of consumer 
purchases will be extended by the 
Reconstruction Finance Corporation. 
It is anticipated, however, that a 
large part of this credit will be ex- 
tended by banks under plans to be 
developed by officials of the Treas- 
ury, Reconstruction Finance Corpora- 
tion and the Tennessee Valley 
Authority. Banks will be invited to 
make long-term loans to consumers, 
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farmers, householders and others at 
rates not yet determined upon and 
which will depend upon rates at 
which banks in turn get loans from 
the RFC. 

In his executive order setting up 
the EHFA, the President emphasized 
the need of promoting industry and 
consumption under the NRA, while 
Mr. Lilienthal dwelled on electrical 
development of the Tennessee Valley. 
He pointed out that to be successful 
“there must be a broad-scale distribu- 
tion of very low cost, standard qual- 
ity electric-using appliances and con- 
currently a revision downward of 
electric rates.” The new agency, he 
explained, will be based on a co- 
operative program in which the Fed- 
eral Government, electric utilities, 
both publicly and privately owned, 
electrical manufacturers and dealers 
will participate. 

“The home or the farm of the fam- 
ily of modest income has never had 
the benefit of a general use of elec- 
tricity,” said Director Lilienthal. “In 
the Tennessee Valley, although there 
are vast sources of power available, 
the people have had to use electricity 
sparingly. Two barriers have pre- 
vented a full enjoyment of the bene- 
fits of this great natural resource: 
prohibitive rates for energy, and the 
high cost of electric appliances. The 
Electric Home and Farm Authority 
plans to remove these barriers in the 
Tennessee Valley. 


High Rates for Electricity 


“The consuming public has been 
suffering from an impasse which the 
electric industry has been unable, or 
has lacked the leadership, to break. 
The prevailing high rates for elec- 
tricity have stood in the way of a 
more general use of electric appli- 
ances. In turn, the high cost of ap- 
pliances has prevented a greater use 
of electricity, which would mean 
lower rates. Thus, the electric utili- 
ties and the appliance manufacturers 
have been standing in their own and 
in each other’s light. In this situa- 
tion government leadership is essen- 
tial. The agency set up by the Presi- 
dent in the Tennessee Valley, if it 
receives the whole-hearted coopera- 
tion of all interests, can break this 
‘vicious circle’ and with injury to no 
one, reduce the cost of electricity 
and electrical appliances both, there- 
by bringing the conveniences of elec- 
tricity into many homes. 
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After explaining the purposes of 
the EHFA, Director Lilienthal made 
it clear that retail hardware stores are 
to benefit from the expansion of sales 
of electrical appliances. 


No Disruption of Outlets 


“Electric appliances are now sold 
by regular dealers for the manufac- 
turers, by hardware and department 
stores, and by electric utilities,” said 
Mr. Lilienthal. “The program does 
not contemplate a disruption of these 
outlets. Each dealer will, of course, 
continue to exhibit and sell any lines 
of electric appliances he desires, but 
he will also have an opportunity to 
sell low-priced appliances which 
this program is expected to create. 
The program will stimulate the 
dealers’ general business.” 

In New York, Director Lilienthal 
and General Solicitor Sutherland met 
with a special committee of manu- 
facturers of electrical appliances, 
chosen by the President of the Na- 
tional Electric Manufacturers Asso- 
ciation. The committee consisted of 
the following: Arthur G. Kimball, 
President, Landers, Frary & Clark, 
New Britain, Conn., chairman; Leon 
H. Curtice, secretary; Theodore K. 
Quinn, Vice-President, General Elec- 
tric Co., New York; E. G. Biechler, 
President, Frigidaire Corporation; 
A. L. Lindemann, Vice-President and 
General Manager, A. J. Lindemann & 
Hoverson Co., Milwaukee, and N. 
G. Symonds, Vice-President, West- 
inghouse Electric & Mfg. Co. 

Following conferences with the 
manufacturers, Director Lilienthal 
said that the EHFA does not con- 
template a drain on Federal funds, 
although the RFC will extend it 
$10,000,000 of credit. Financing, he 
said, will be done by commercial 
banks, depended upon to negotiate 
the principal loans to consumers. 
He said that initial plans had been 
adopted for large-scale production of 
four types of appliances by manufac- 
turers. These include cooking ranges, 
refrigerators, water heaters and some 
undetermined farm machinery item. 
The directors stated that the manu- 
facturers estimated that in the Ten- 
nessee Valley alone in 1934 they 
would make sales totaling $9,000,- 
000, including in the individual items 
100,000 refrigerators, 60,000 ranges 
and 25,000 water heaters. 

The initial areas to be developed 





by the Authority have been roughly 
described as follows: 

The region immediately proximate 
to the route of the transmission line 
soon to be constructed by the Author- 
ity between Muscle Shoals and the 
site of the Norris Dam, the latter in 
Tennessee. 

The region in proximity to Muscle 
Shoals, including northern Alabama 
and north-eastern Mississippi. 

The region in the proximity of 
Norris Dam (the new source of 
power to be constructed by the Au- 
thority on the Clinch River in north- 
east Tennessee). 

At a later stage in the development 
it is contemplated to include, 
roughly, the drainage area of the 
Tennessee River in Kentucky, Ala- 
bama, Georgia and North Carolina, 
and that part of Tennessee which lies 
east of the west margin of the Tennes- 
see drainage area. To make the area 
a workable one and a fair measure 
of public ownership, it is proposed 
to include several cities of substan- 
tial size, such as Chattanooga and 
Knoxville, Tenn., and ultimately, at 
least one city of more than a quarter 
million population, with transmis- 
sion distance, such as Birmingham, 
Memphis, Atlanta or Louisville. 


7 Mills Per K.W.H. 


For a fully electrified home, the 
objective of the Tennessee Valley Au- 
thority, well demonstrated at the Val- 
ley’s model homes in Norris City, 
Tenn., the average rate proposed is 
7 mills per kilowatt hour. This was 
stated in the Board’s announcement 
of rates for electric power from the 
publicly-owned plant at Muscle 
Shoals. It is proposed that the farmer 
should pay the same rate for energy 
as the town and city householder. 
These schedules carry with them a 
requirement that the customer use a 
reasonable amount per month as a 
minimum. These minimum require- 
ments vary, both in urban and farm 
territory, with the size of the custom- 
er’s meter. Farm users will have a 
larger minimum requirement where- 
ever the greater distances between 
customers result in increased costs of 
service. It is proposed that for the 
first 50 kwh. which the householder 
uses he shall pay 3c. a kilowatt hour. 
These 50 kwh., in the ordinary 
small or medium sized house would 
care for the lights and small elec- 

(Continued on page 38) 


HARDWARE AGE 








shly 


nate 
line 
hor- 


the 


scle 
ma 


of 
of 


Au- 
rth- 


he 


he 








Bath Tubs and 
Accident Insurance 


HARDWARE JOBBER on the 

Pacific Coast writes me that 

my article on the subject of 
making bath rooms safe for Ameri- 
cans has evidently made an impres- 
sion. He sends me a very attractive 
circular gotten out by a Chicago 
manufacturer of plumbing and bath- 
room supplies, in which the matter 
of safety is stressed by illustrations 
of a number of various devices in 
the form of metal railings and han- 
dles to protect the bather. Here are 
some extracts from this circular: 


While bathing was primarily con- 
sidered a means of promoting body 
cleanliness, we today know that it 
also has health promoting advan- 
tages. We bathe to overcome 
fatigue, invigorate the system, re- 
duce fever temperatures, or relieve 
colds. Salt, sulphur, mustard, hot 
or cold water baths, each now is 
considered as containing certain 
healing and health-producing prop- 
erties. 

Rapid developments in plumbing 
designs during the last score of 
years have done much to popular- 
ize the bath. Crane Co. have been 
pioneers in the manufacture of 
quality bath tubs as evidenced by 
their beauty, utility and safety. 

Grab rail fastened to rim of tub 
and wall. A practical arrangement 
for greater safety. 

View showing knurled grab bar 
at wall and hand rail on tub rim. 
Both are within easy reach. 

Grab bar is placed at an angle 
to give greater leverage. Knurl- 
ing provides a firmer grip for wet 
or soapy hands. 

Grab rail supported from floor 
and wall offers a feature for baths 
with overhead showers. 


I note in one of the papers this 
week that Mr. Untermeyer, distin- 
guished New York lawyer, has just 
fallen in his bath tub and suffered 
a severe injury to his head. Several 
stitches were necessary. 
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By SAUNDERS NORVELL 


A hardware executive, a manufac- 
turer, has written me that the preb- 
lem of safety should be considered 
not only in bathrooms but for house- 
hold articles that are in common 
use. He states this is especially true 
when there are small children in the 
family. He sends me a newspaper 
clipping showing the picture of a 
handsome boy of about four years 
of age. This child went into the base- 
ment, attempted to climb up on a 
wash machine full of boiling hot 
water, pulled it over on himself and 
was killed. This deplorable accident 
brings up the question of the liability 
of manufacturers of the many ma- 
chines that are now used in homes to 
se construct these machines that they 
will not be a direct source of danger 
to the family. Out of curiosity I asked 
a well known lawyer here in New 
York what he thought of the liability 
of manufacturers when there were ac- 
cidents and the machines they sell 
could be shown plainly to be dan- 
gerous. He was of the opinion that 
all manufacturers were responsible 
for the reasonable safety of the ma- 
chines they sold for public use, and 
that it was his opinion in the case 
cited above that a recovery could be 
made if a suit for damages was 
brought. 

* % os 

At the end of the year when you 
are thinking about your affairs, about 
all your mistakes in the past, and 
about the things you propose to do 
in the future, it is a good time to go 
over your insurance policies. It is a 
good idea to take your policies home 
some evening and study them care- 
fully. If you have a number of poli- 
cies compare one with another, and 
then have an interview with some in- 
surance expert. There is a prevalent 
opinion that insurance matters are all 
regulated by law, and that one insur- 


ance policy is just about as good as 
another, that the figures all work out 
about the same. This is not true. 
There is a decided difference in insur- 
ance policies, and often these differ- 
ences are so carefully concealed in 
the complicated wording of a policy 
that the average man does not realize 
the difference between one policy and 
another. 

No doubt you have noticed in the 
papers that several leading insurance 
companies are advertising annuitics. 
If you can afford to buy this kind of 
insurance, in my judgment, it is a 
good investment. Suppose, for in- 
stance, a man with a surplus in 1928 
had decided to make a safe invest- 
ment for his old age. Usually his 
mind would turn to good bonds, 
especially if they happened to be 
called—‘“gold bonds,” or he might 
have been attracted by bonds secured 
by first class real estate mortgages. 
Many men considering their own 
future and safety, and the safety of 
their families have carefully, and 
with best information they could get, 
invested in these bonds. Many of 
these’men thought that any bond that 
was a government bond, whether do- 
mestic or foreign, by reason of being 
a government obligation would be 
safe. The experience of the last few 
years has brought sorrow and _re- 
morse to many an investor in such 
bonds. Too late after he has seen his 
bonds steadily decline in value, when 
he has seen them going to default, 
he has studied his bonds, looked up 
the records and found that instead of 
buying a first class security as he 
supposed, he was just being worked 
for a sucker by some bond salesman. 
Billions of dollars of foreign bonds 
have been sold to investors in this 
country. After these countries have 
taken good American dollars in pay- 
ment for these bonds for one reason 
or another they have defaulted and 








the bonds today if worth anything 
at all are not over 10 or 15 per cent 
of the price paid for them. In other 
words, the Americans have had their 
legs pulled to either a total loss or a 
loss of from 70 to 80 per cent on 
their cash investments. 

I do not own a dollar’s worth of 
stock in any life insurance company, 
and hold no brief for them, but it 
is evident that if any investor, say in 
1928 or 1929, had bought an annuity 
in any of the leading insurance com- 
panies he would have saved a large 
part of his fortune. 

I feel it is a duty to write about 
such things because case after case 
has come to my attention among peo- 
ple in my own circle where the losses 
on supposed to be first class securi- 
ties have been tragic. 

There is another hint that is worth 
being considered by those who have 
a considerable amount of money with 
which they would like to play abso- 
lutely safe—that is there are certain 
kinds of policies issued by several 
large insurance companies that are 
seldom or never shown to the inves- 
tor simply because the insurance 
agent’s commission is so small that 
he prefers to sell other policies that 
pay him better. Policies of this class 
mean usually a rather heavy cash in- 
vestment. Ask your friends in the 
insurance business to tell you about 
these policies. If they are not posted, 
write direct to some of the large in- 
surance companies. 

It is surprising in comparing the 
management and condition of life in- 
surance companies how well they 
have come through the last four years 
as compared with other strong and 
well managed corporations. However, 
do not forget that the managers of 
life insurance companies are human 
just as are the managers of other 
corporations. Some insurance com- 
panies are very much better man- 
aged than others. It is exceedingly im- 
portant that you take out your poli- 
cies in the best grade companies. 


* * * 


At the time I fell and hurt my 
knee, as I have written before, I hap- 
pened to have accident insurance in 
several companies. The manner in 
which these companies have treated 
me has been very different. Let me 
illustrate what happened with two 
companies. The first company as 
soon as I notified them of the acci- 
dent had their doctor call and look 
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me over. There was no red tape about 
it. He evidently made his report to 
his company. About 30 days later an 
adjuster of this company called, ex- 
pressed his regret at my accident and 
suggested that if I happened to need 
any money they would be very glad 
to make a cash payment on account. 
Having been trained never to refuse 
money when offered I suggested they 
send a check. In a few days along 
came a substantial check. There was 
no red tape. They simply asked me 
to acknowledge receipt of the money 
which I did. Thirty days later, with- 
out any suggestion on my part, I re- 
ceived another check from this com- 
pany with a pleasant letter suggest- 
ing I might need a little money to 
pay doctors’ bills and please to accept 
the inclosed check on account. This 
accident policy is still open and I 
am looking forward to receiving 
other checks. 

Now what happened with the other 
company? I sent them notice of the 
accident. I received a long question- 
naire in reply. They wanted to know 
the history of my life and the history 
of all of my ancestors. They in- 
structed their doctor to call on me, 
and his report was to be a part of 
this instrument. They also asked me 
to call on my doctor and have him 
fill out another questionnaire. My 
doctor charged me $5 for filling out 
his report. Then I had to have the 
acknowledgment of a notary public. 
This cost me 25 cents. Then I also 
had to have the names and reports 
of any of the witnesses of the acci- 
dent. 

Finally, after working for a long 
time on this questionnaire and getting 
all this information, I sent it on to 
the company. In reply I received a 
printed form letter stating that my 
preliminary report of the accident 
had been received and the matter was 
being given their consideration. Then 
there was a long silence. Finally, 
after my experience with the first 
company to which I have referred 
I thought I would write them and 
ask for something “on account.” I 
was curious to see what the answer 
would be. The answer was a form 
letter stating they were glad I was 
doing so well, and no doubt by this 
time I was all right. To this I replied 
I was not all right and was still in 
the hands of my doctor. I again 
asked for a payment on account. I 
suggested I had received my doctor’s 
bill for calls during the first month 


and I had paid it. To this letter there 
was no reply. 

Then having become interested in 
this case I looked up the list of direc- 
tors of this company and happened 
to find one that years ago I hired 
when he was a boy. I wrote to this 
director, outlined the case to him, 
and asked him if there was any pos- 
sible way to extract any money from 
his company on my accident policy. 
It is interesting to note that I had 
been paying premiums on this policy 
for over 30 years and had never be- 
fore made a claim. This director re- 
plied he would take up the matter 
and do the best he could for me. 

Then I received another long ques- 
tionnaire. This went more into details 
than the first one. It called for their 
doctor’s report and my doctor’s re- 
port. It called for witnesses and it 
also called for two more notary ac- 
knowledgments. My doctor again 
charged me $5 for filling out his re- 
port. This time I paid 50 cents for 
two notary acknowledgments. When 
this document was finally finished I 
sent it on to the company again, sug- 
gesting a part payment. There was a 
long interval. Finally, I received a 
check for just half the amount I 
expected, accompanied by another 
form letter suggesting as this com- 
pany had treated me so well and had 
handled my case so promptly that I 
recommend the company to all of my 
friends for accident insurance. I have 
declined to accept the check and just 
for the fun of it I propose to see what 
can be done about it. 


* * * 


Now these things I am writing 
about are personal. They are very 
personal. Probably I shouldn’t write 
about such things at all, but on the 
other hand hundreds of hardware 
men, especially hardware salesmen, 
are carrying accident insurance that 
they think will help them out 
promptly if they happen to meet with 
an accident. Suppose, for instance, 
in the case of this latter company a 
salesman traveling on commission 
had happened to have my accident 
policy. If he was hurt as I was it 
would have been impossible for him 
to go around carrying grips calling 
on the trade. If he happened to be 
without ready money and in addi- 
tion had to have the services of a doc- 
tor he certainly would have had a 
hard time waiting three months for 

(Continued on page 67) 
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Lets Take a Look at 


The Cheap Paint Problem 


Points to Remember When Selling Quality Paint 
on the Value Basis—Good Paint is Repeat Order 
Merchandise Which Helps Maintain Store Traffic 


By J. 5S. DAVIS 


Save the Surface Campaign 


EPEAT order merchandise 
brings real profit. In build- 
ing up and conducting a repu- 

table business, the merchant must 
give the customer permanent and 
lasting satisfaction. With these facts 
in mind, let’s have a look at the 
“cheap paint”* problem. 

There are four major factors to 
keep in mind in considering the 
effect on your business of carrying 
cheap paint, and in explaining paint 
differences to your customers. They 
are as follows: 

1. Coverage. Cheap paint costs 
less per gallon, but more per square 
foot. Taking an estimate of averages, 
a gallon of good exterior paint 
covers 300 to 500 square feet, two 
coats. But a gallon of an inferior 
product covers much less surface. 
Thus in initial expenditure alone, the 
“cheap” paint may cost as much as 
the good product. 

2. Protective Power. The primary 
purpose of paint is to preserve. An 
inferior product does not je~form 
this service adequately. Remind your 
customer how great is his investment 
in properties to be protected—shin- 
gles, siding, metal work, screen, 
roofs, gutters—in comparison with 
the cost of paint. This reminder will 

*The word “cheap” is used here to 
describe paint that is cheap because of 
inferior ingredients or manufacture. Price 
is not necessarily an exact barometer of 
quality, but for the sake of simplicity the 
cheap, inferior product will be referred to 
as “cheap” in this discussion. Also, for the 
sake of simplicity, the general term 


“paint” will be used to cover paint, var- 
nish, enamel, lacquer and allied products. 
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make him appreciate more readily 
the importance of buying a paint that 
is good. Weathering, corrosion and 
repairs follow inadequate paint pro- 
tection. How penny wise and pound 
foolish, then for him to “save” a few 
dollars by buying poor paint, and 
perhaps risk several hundred dollars 
on repairs and deterioration! 

3. Lasting Qualities. A cheap 
paint soon shows signs of color fail- 
ure and wearing away, perhaps even 
scaling, while a good product applied 
at the same time and under the same 
conditions, will have a long life 
ahead of it. Bear in mind—and em- 
phasize to your cusomer—the com- 
parative cost of the paint itself and 
its application. The average figure is 
that the paint represents 25 per cent 
of the total cost of the job, and work- 
manship 75 per cent. Even if good 
paint cost twice as much as cheap 
paint, it would increase the cost of 
the job only 20 per cent; and it gives 
approximately double or triple the 
life of a cheap coating. So, again. 
from the standpoint of endurance 
alone, buying a good product is more 
than worth while. 

4. Good Looks. We paint to pre- 
serve and we paint to beautify. But 
even when paint is applied primarily 
for preservation, we want good looks 
as well. Inferior paint cannot, of 
course, give the perfect results which 
are made possible by the use of a 
good product. 

Let’s consider what happens when 
you sell cheap paint to a keen and 
discriminating customer. First of all, 
there’s the coverage angle. If he has 
used good paint before, he will re- 


member the approximate cost. This 
time he figures on the same number 
of gallons and, of course, a lower 
price. What happens? 

He runs out of paint before the 
work is completed and when he 
comes back for additional paint to 
finish the job, he is not quite as good 
a customer as he once was. 

As soon as the job is finished, he 
begins to notice that results aren’t 
quite as satisfactory as he had hoped. 

Piqued and annoyed by this time, 
he watches his paint carefully and 
notices that it begins to chalk and 
fade sooner than it should. If he lets 
the surface go the usual interval with- 
out repainting, he will find signs of 
weathering, scaling or corrosion. 

When he is ready to paint again, 
we may rest assured that he will 
select another brand of paint. But 
even before that, he will decide upon 
another dealer to advise him—a 
dealer carrying products that are 
beyond question. And to this dealer 
his repeat paint orders go. Moreover, 
when he learns through costly experi- 
ment that your paint products are in- 
ferior, he will assume that the same 
is true of other of your products 
whose quality the layman cannot 
judge except by trial and error. 

Thus the sale of cheap paint has a 
damaging effect not only on your 
paint turnover, but on your turnover 
of other merchandise as well. Con- 
versely, the handling of a paint prod- 
uct that is dependable will build up 
your paint sales—and at the same 
time establish your reputation as a 
reliable dealer who handles reliable 


coods. 
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What You Should Know About 


CHEAP PAINT FORMULAE 


Through the courtesy of Farwell, 
Ozmun, Kirk & Co., St. Paul, Minn., 
we present these three interesting ex- 
amples of “misleading formulae” 
used on the labels of three different 
brands of low price, inferior grade 
paints. Several states require that 
paint can labels bear the formula of 
the can’s contents. Basically, this is 
a splendid law, with which legitimate 
quality paint manufacturers are 
happy to comply. It provides protec- 
tion to the consumer and permits the 


dealer to accurately explain the 
“value” of the good paint he carries. 
However, the law is not tamper-proof 
as these three examples show. As 
this St. Paul hardware wholesaler 
pointed out, when bringing this data 
to the attention of its dealer-cus- 
tomers, “chemist’s language” used on 
these three examples may fool the 
average consumer and tend to confuse 
his appreciation of the actual ingredi- 
ents—some of which are not as de- 
sirable as their fancy names might 





suggest. From the same source we 
quote the “Definitions of Symbols” 
below: 


DEFINITION OF SYMBOLS 


“Silicates” means ...... Powdered Sand 
“Whiting” means ...... Chalk 
“Gypsum” means ....... Plaster 
“Calcium Sulphate” means.Burnt Plaster of 
Paris 
“Vegetable Oils” means. Not Linseed Oil 
“Mineral Spirits” means. . Kerosene 


“Varnish” can mean any cheap, heat- 
treated oil. 
“Emulsion” means 


Water 


Ten Million Dollars for Electrical Appliances 


trical appliances, such as the flat 
iron, toaster, percolator, vacuum 
sweeper, washing machine and simi- 
lar small devices. For these 50 kwh. 
the user would pay $1.50. If the con- 
sumer has an electric refrigerator and 
an electric range which together con- 
sume 200 kw., 150 of these kilowatt 
hours per month he would get for 2c. 
per kilowatt hour, and the remaining 
50 kw. at lc. If in addition to an 
electric refrigerator and range the 
customer had an electric hot water 
heater, this service he could secure 
partly for lc. per kilowatt hour, and 
partly for four mills per kilowatt 
hour. All these services the consum- 
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(Continued from page 34) 


er would receive for $6.70 per 
month. Any other appliances which 
the customer installed, such as elec- 
trical house heating or cooling, he 
could operate at four mills per kilo- 
watt hour. 

The cost of the appliances to be 
made through “mass production” has 
not been announced by Director 
Lilienthal or the manufacturers, but 
perhaps an idea of reductions of 
these supplies, which necessarily will 
not be the standard equipment, may 
be gathered from information which 
Senator Norris of Nebraska, sponsor 
of the Tennessee Valley Authority 
act, says he has received. The sena- 


tor stated that the information indi- 
cates that one type of heavy-duty elec- 
trical appliance which now sells at 
retail for about $150 could be sold 
for about $40, allowing a substantial 
profit. Manufacturers, however, may 
not agree with the Nebraskan con- 
cerning such a tremendous slash in 
price. 

The EHFA, incorporated at Wil- 
mington, Del., has the same Board of 
Directors as that of the Tennessee 
Valley Authority and consists of 
Arthur E. Morgan, chairman; Har- 
court A. Morgan and Mr. Lilien- 
thal, who is also general counsel for 
the Tennessee Authority. 
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Just Among Ourselves 


Owen D. Young, chairman of 
General Electric Co., waved a wand 
across a shining ball of light. A bell 
tinkled. Nela Park became a blaze 
of colored lights. There were the 
“Three Little Pigs,” a roaring fire, a 
tallyho scene, a mosaic effect of 
Santa Claus with his bag of toys be- 
fore a tree. Once more, Nela Park 
with its lighting effects said “Merry 
Christmas” to the entire city of 
Cleveland. Its sign with just those 
words stood out in bold relief 
against an inky sky and could be 
seen for many miles. A fleet of cars 
drove up to where I stood. With 
200 other visitors I found myself 
whisked about the park grounds, 
getting a close-up look at the indi- 
vidual light portraits and then, from 
a nearby hill, a glimpse of the gen- 
eral effect. Then came opportunities 
to view from several angles the care- 
fully worked out details of this unique 
Christmas greeting card. It was a 
great sight, a dramatic pause, mid- 
way in the ceremonies which marked 
the dedication of the new General 
Electric Institute at Nela Park, Ohio, 
on Dec. 22. 

HA 








Two hours later the banquet was 
over. Half of the guests had pocketed, 
as souvenirs, the ingenious, paraf- 
fin-covered flashlight batteries from 
which miniature lamps, buried in 
ice, gave illumination through the 
crabmeat cocktails. The other half 
were wishing they had not been so 
timid. Charles Francis Coe was giv- 
ing a word picture of the lighting 
effects to the unseen audience on a 
nation-wide radio hook-up. *Mr. 
Young put down his chummy pipe to 
address the banquet and the radio. 
Briefly and simply, he traced the de- 
velopment of the modern home, par- 
ticularly the kitchen. He spoke of the 
long tyranny imposed upon house- 
wives in their daily chores, especially 
the laborious kitchen drudgery. 

—HA 





All this, hampered with inefficient 
equipment and poor light, he con- 
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trasted with the facilities available 
today to lighten the housewife’s daily 
tasks. Such is the theme and purpose 
of the new GE Institute, which we 
visitors had inspected that afternoon. 


— HA — 


There are five modern, model 
kitchens in the Institute. Each has 
complete electrical equipment, such 
as many progressive hardware mer- 
chants are selling profitably. 
“Straight-line production,” common 
to modern industry, has been applied 
to the kitchen equipment arrangement 
to minimize the drudgery of kitchen 
duties. The smallest kitchen plan is 
suitable for the city apartment 
kitchenette. The other four vary in 
size, treatment and cost. Each has 
concealed electric dishwashers, white 
metal sink units, an automatic gar- 
bage container, and electrically oper- 
ated refrigerators, clocks, cooking 
range and mixing outfits. Scientific 
lighting, at every point where work 
is done, lessens eye-strain. Ample 
shelf space for foods, condiments, 
etc., and the cooking utensils is pro- 
vided at convenient points. The 
largest kitchen permits 14 women to 
prepare meals electrically and, at the 
same time, in a practical classroom 
manner. Adjacent is a lecture room 
where a raised platform presents a 
complete demonstration modern 
kitchen. In these two rooms, hard- 
ware and department store demon- 
strators will be trained. Ambitious 
hardware store women employees 
may come here for this course of 
training. It is hoped that the Insti- 
tute will.inspire model kitchens in a 
great many retail stores (just as 
many hardware stores have model 
bathrooms), and that its campaign, 
for lessening the burden of house- 
work through proper kitchen ar- 
rangement, electrical labor-saving 
devices and adequate light, will gain 
momentum. 

In recent weeks, the Institute’s staff 
of kitchen architects has designed 
(or redesigned) more than 4000 mod- 


ern kitchens for home owners in 
practically every State in the coun- 
try. This service is available to the 
hardware merchant to augment his 
selling efforts on kitchen equipment 
and related electrical appliances. 
Simple, printed forms (which any 
merchant or home owner could com- 
plete) bring specifications to this de- 
partment which returns its sug- 
gestions in a special patented dummy 
form providing a very understand- 
able idea of the proposed modern 
kitchen. 
a 

The “modern kitchen” theme pre- 
sents a great merchandising oppor- 
tunity for hardware merchants in 
1934. Every woman has a natural de- 
sire for the luxury and efficiency of 
modern kitchen equipment. With the 
new year’s promise of a more sub- 
stantial consumer purchasing power, 
hardware men will sense the sales 
possibilities which will satisfy that 
desire. Prospects who hesitated last 
year, due to apprehension, will not 
now deny themselves the comfort of 
the better grade kitchen utensils and 
related electrical equipment. Every 
community has its “bellwether” 
women, on whom hardware men 
might well concentrate their first ef- 
forts for selling the modern kitchen 
idea. Get such women interested ar d 
modernly equipped and you have the 
finest kind of a headstart for your 
local, kitchen modernizing, selling 
campaign. Kitchen utensil and elec- 
trical appliance sales represent rela- 
tively high units of sales, which your 
business requires to offset the many 
daily small item purchases which are 
common to the business. 
HA 

If you have the space, consider the 
model kitchen idea. It would be a 
strong factor in building new and 
constant store traffic by the women 
of your town. The better your store 
traffic the better your general business 
and profits. Store traffic is a funda- 
mental retailing necessity, which 
builds business for every department 
you maintain. 
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Spurs 
Business 


for Fruehauf Hardware Co. of Lakewood, Ohio 


EARLY two years ago, Carl 

Fruehauf, proprietor of the 

Freuhauf Hardware, 17702 
Detroit Avenue, Lakewood, Ohio, ex- 
panded his business by taking over 
an additional store unit next door 
and combining it with his already 
spacious quarters. (H.A., Dec. 21, 
1933) A large entranceway was cut 
through between the two units and 
the new addition was given over to 
refrigerators, ranges, washers and 
electrical appliances. 

The basement of the new unit, 18 
ft. x 60 ft., furnished a good spot for 
Carl Freuhauf to try out his own fire- 
arms and indulge in a little target 
practice. A sheet of iron was placed 
at one end for a back-stop and the 
room was amply lighted. Other store 
salesmen tried it out and soon there 
were frequent “shoots” among the 
staff. 
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One day a sportsman friend of Mr. 
Fruehauf joined him on the crude 
range. A close customer was next to 
try the targets and the word spread. 

Soon the hardware dealer was be- 
sieged with requests to allow friends 
and patrons to try out certain guns 
and ammunition or merely their skill 
on the targets. Groups began to ar- 
range meets with the proprietor. Fa- 
cilities were slightly improved and 
others came. The range idea was 
heartily endorsed by the Lakewood 
police department. 


Builds Store Traffic 


Upstairs in the store, Mr. Fruehauf 
noted new faces among his regular 
hardware and appliance customers— 
faces familiar, however, from shoot- 
ing range acquaintance. At the same 
time his old customers, who had 
shared in the new found sport, began 


filling more of their requirements at 
the Fruehauf store. It was then that 
the proprietor, himself an ardent 
sportsman, evolved the plan of fitting 
out a real modern range for good 
will purposes and the resultant bene- 
fits in merchandising. 

This past summer, Mr. Fruehauf 
constructed a wood frame, 5 ft. x 5 
ft.; secured a large piece of boiler 
plate of the same size from a junk 
dealer and laid it against the back of 
the frame on a forward angle of 
about 70 deg. This forward slant 
would cause the bullets to drop into 
a sand box constructed at the bottom. 
As added protection against natural 
wear and the force of higher powered 
ammunition, a % in. plate of high 
carbon steel, 3 ft. x 3 ft., was bolted 
to the center of the boiler plate. This 
efficient back-stop was then centered 
at the front end of the basement and 
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curtains were draped on either side 
to finish the job. 

Ten feet from the rear end of the 
basement, at which the stairway is 
located, a partition of wood and com- 
position siding was built in from 
wall to wall leaving a firing gallery, 
18 ft. x 10 ft., behind it. A gate lead- 
ing out into the range was built in 
the partition and a large aperture, 





3 in. above the floor, was left open 
for the firing line. A shelf, 1 fet. 
wide, was placed across this line for 
the convenience of shooters. 

In order to get the targets to and 
from the back stop position, a target 
carrier was placed in operation on a 
trolley powered by a small electric 
motor. Paper targets could then be 
clipped to the carrier and the mere 
press of a button would send them on 
their way down the trolley and into 
position. Since the motor operates 
only one way, the carrier is retrieved 
by pulling on a line. Any small 
motor may be used for such a car- 
rier or the targets may be pulled to 
and from position in ordinary clothes 
line fashion. In fact the expense of 
equipping a range is more or less 
what the operator makes it. 

The Fruehauf shooting range was 
fitted out with considerable taste as 
an appeal to shooting fans and po- 
tential store customers. The cement 
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walls of the basement were painted a 
robins egg blue. The firing gallery 
was fitted out in true cabin style with 
a natural stone fireplace at one end, 
the stones being picked up in a near- 
by river bed. A gas radiant heater in 
the fireplace solved the heating prob- 


Jem. Natural stained wood and com- 


position side boards were used to 
finish the gallery and a long bench 


was installed to accommodate the 
marksmen when not in action. An 
old muzzle-loading gun over the 
mantel, deer horns, mounted fish and 
birds and varied sporting scenes on 
the walls added to the backwoods at- 
mosphere. A glass ammunition case 
is located downstairs for convenient 
service of patrons. 

For lighting, two large flood lights 
were placed near the ceiling on either 
side of the target pit. These lights 
are adjustable and in case a party is 
given in the range, they may be 
turned about to light the long room. 
A powerful bulb above the firing line 
furnishes plenty of illumination for 
the shooters, at the same time being 
shielded from the eyes of those in 
the gallery. Soft lighting is furnished 
in the cabin gallery itself through the 
use of small shaded lamps on either 
end of the mantel and another be- 
neath the stairs. Additional wall 
plugs are available in case electric 
fans, radios or other conveniences are 
desired. Everything has been pro- 
vided for the comfort of patrons and, 
if desired, the cabin gallery may be 
completely closed off from the rest of 
the range to accommodate card par- 
ties, and other small assemblies. 

Down in the basement of the Frue- 
hauf Hardware store, strong bonds of 
friendship have been cemented be- 

(Continued on page 62) 


Two views of the shooting range of the Fruehauf Hardware in Lakewood, Ohio, 
as described in this article. 
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Schlafer’s, Appleton, Wis. 





Winter Window ITIrims 


INDOWS speak a universal 
language. They are like the 
pictures in the newspaper— 


people may not be able to read the 
articles, but they will look at pic- 
tures. It’s that way with windows, 
and the store that has the windows 
that tell the most interesting story 
will get the most interested observers. 


Series A arrangement as used (right). 
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Take, for instance, the window repro- 
duced herewith—from the Schlafer 





Hardware, Appleton, Wisconsin; it 
tells in straight and understandable 
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terms that business IS definitely bet- 
ter. “The wheels oi industry are 
moving again,” “Men are going back 
to work” are welcome words to shop- 
pers. These messages are clearly 
and concisely presented in the 
Schlafer window. 

A window that creates the impres- 
sion of large stocks of electric lamps 
is that of the Warner Hardware Co., 
Minneapolis, Minn. This window is 
largely made possible with the aid of 
manufacturers’ dealer helps, mer- 
chandise and some show card work. 
Th‘s particular window space is very 





wide, and the same plan could be 
worked out with less stock in a 
smaller space. 

There will be plenty of opportunity 
to move winter merchandise in the 
next couple of months, so our artist- 
display man has suggested attractive 
arrangements, utilizing the Harp- 
waRE AGE interchangeable window 
fixtures, an instruction sheet for 
building which will be sent upon re- 
quest as long as they last. It is 
surprising the interest you can arouse 
in your window displays by the 
introduction of such simple things 
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as the chopping block and the partly 
sawed log in the saw-horse. In 
areas where this merchandise is 
salable it will be an easy matter to 
procure such display properties, and 
they are well worth the effort. 

The series B arrangement for 
sporting goods can be used to good 
advantage wherever there is a college 
athletic organization or, in fact, any 
local athletic club. The central 
background can be arranged for the 
club colors to show prominently. 

Both these arrangements are ex- 
tremely interesting and easily in- 





Warner Hardware, Minneapolis, Minn. 


stalled if you have had the inter- 
changeable fixtures made. Keep 
putting snappy, peppy windows in 
and your public will retain its inter- 
est throughout the winter months. 
Capitalize every local event, tie it in 
with your windows and your ads. 
Get the most out of every merchan- 
dising opportunity. 


Series B arrangement as used (left). 




















ADVERTISE 


To Build Store Traffic 


HE bulk of the Christmas trade 
| went to those stores that had 
the greatest store traffic, and 
store traffic goes to those merchan- 
disers who do things to build it. 
You cannot expect to get the maxi- 
mum number of desirable Christmas 
shoppers, or shoppers at any time 
of the year, unless you have educated 
people to come to your store as a 
habit. Those live hardware dealers 
in all parts of the country who 
utilized every possible means at their 
command to get people into their 
stores throughout the year were 
wearing happy, cheerful smiles as 
Christmas business rolled in during 
the entire month of December. They 
are not going to sit back after Christ- 
mas and feel that they are forever 
going to enjoy this type of Christmas 
business, every year, without effort. 
During next thirty days these same 
dealers are holding various events at 
their stores with a view to filling with 
interest the dull post-holiday season. 
And, mark you, they will tell the 
public about these events in every 
way possible. 

Every hardware merchant should 
have blazoned across his mind the 
admonition: “Everlastingly — Build 
Store Traffic.” It is the store with 
plenty of store traffic that can offer 
and move larger quantities of any 
given article than others can move. 
Only the other day we were in a 
progressive hardware store where a 
low-price “full length” (14x51) mir- 
ror was being offered to women in a 
community of working people. 
Women, there, made most of their 
own dresses, and the manager secured 
these mirrors to fill a great need (no 
demand had been made, but he knew 
they would sell). That store always 
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has specials of this kind, and is re- 
warded by having women accepting 
his hardware store as a natural shop- 
ping place. He tells the people of 
his trading area about these features 
in advertising printed in three lan- 
guages. 

This incident bears out our fre- 
quent statement that advertising is 
of no avail unless you have some- 
thing worth advertising and unless 
you are prepared to live up to the 
things you tell people through the 
printed word. Wherever merchants 
have made it a point to back up their 
advertising by genuine performance, 
advertising is a real success. Rather 
than advertise and wait for it to per- 
form miracles, they first qualify their 
stores to advertise. They inject or 
develop enthusiasm among the mem- 
bers of the store’s staff of salespeople 
and all who contact the public. This 
takes some thought. Often a clerk, 
although he is not conscious of his 
defect, may be creating a wrong im- 
pression of the store in the minds of 
customers. Just as frequently it is 
the boss who needs a more pleasing 
tone of voice or a more pleasant ap- 
proach. These things can, if prop- 
erly handled, be overcome—with ad- 
vantageous results. All are important 
to get straight before you go into the 
newspapers with your copy. You 
may, through some means or other, 
get people into your store, but unless 
you please them in every particular, 
from approach to satisfaction with 
the article purchased, you may not 
see them again. An advertisement 
backed up by store cooperation costs 
less than those that are not so backed 


up, because it produces more busi- 
ness and makes it more permanent. 

Consistent advertising by the store 
that deserves it is one of the best 
ways to build stére traffic. Up in 
Wilkes-Barre, Pa., the White Hard- 
ware Co. has, for more than twenty 
years, used the same amount of space 
(one single column), outside of page 
position, in the Wilkes-Barre Record 
and Times-Leader. Four of these 
ads are shown with this article. In 
this case the same type arrangement 
is depended upon to register in the 
reader’s mind, and it seems sufficient 
for the purpose. The four-line rule 
down the side of the ads identifies 
them immediately as the ads of the 
White Hardware, and no introductory 
paragraph is used. The ad simply 
gives the name and address of the 
stores and then lists the items being 
offered that particular day or days. 
In the descriptive matter and illus- 
trations of these ads will be found 
the probable secret of their success. 
The actual item is pictured and a 
value-creating description is given. 

The White copy is changed three 
times a week; it never indulges in 
comparative prices, but has often 
had two qualities on similar prod- 
ucts, as, for instance, a 15-cent can 
opener and a dollar can opener. 
incidentally, this practice has resulted 
in demands for more dollar can 
openers than when the dollar can 
openers were offered alone. 

Evan Harris, of the White Co., 
writes his own copy and endeavors 
to show a variety of merchandise in 
his ads during the year. He is 
always seeking new lines, and adver- 
tises them as soon as possible in 
order to maintain the impression that 
his store is a leader in Wilkes-Barre 
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when it comes to introducing new 
merchandise. 

Mr. Harris knows that his public 
reads his ads, because readers spe- 
cifically mention items that have ap- 
peared in the ads. This may be due 
to the fact that there is a definite 
time limit to specials offered, and 
the company adheres rigidly to it, 
even in the case of old customers. 
Fairness to all is the only way to 
handle such matters. 

Currently popular items, in na- 
tional advertising, suitable for hard- 
ware distribution, are seized upon by 
this store for featuring in its adver- 
tising and displays. Thus is a com- 
plete job done in carrying the item to 
the public and maintaining the repu- 
tation for being first to feature the 
new product. 


More than 5,000 cuts have been 
accumulated from all sources. These 
have been years in the gathering, and 
only once or twice has it been neces- 
sary for Mr. Harris to advertise 
without a specific cut to show the 
actual merchandise, and scarcely ever 
has it been necessary to run an item 
without an illustration of some kind. 

It has been Harris’ idea to talk, in 
his ads, just as he would to the cus- 
tomer, but he does not stop there. 
The sales staff is also required to 
study the store’s ads so that they, 
too, may be able to talk to the cus- 
tomer with understanding of the 
store’s purpose. 

Although the White Hardware 
Company advertising is not, strictly 
speaking, price advertising, it is the 
practice of this company to meet 


the chain store prices on such well- 


known items as razor blades, tooth 
brushes, soaps, shaving products, 
etc., meeting chain prices for the 
psychological effect rather than for 
the desire to sell the merchandise. 
He has found this particularly effec- 
tive on razor blades, which have been 
a football with so many chain stores. 


If you have felt that you might 
have had a larger portion of your 
town’s Christmas trade in 1933, begin 
now to build store traffic, so that next 
Christmas will be a real cause for 
satisfaction to you. Do not wait 
until the holiday season rolls around 
again and expect some fine decora- 
tions and a splurge of advertising at 
the last minute to do the job for you. 
Think up plans to get people into 
your store as many times as possible 
this year. 
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White 
Hardware Co. 
Cor. East Market and Gouth 

w ton Sts. 
WILKES BARRE 


Harris Hardware 
and Supply Co. 


KINGSTON CORNERS 
KINOSTON 
SUCCESSORS TO 
A. J. ROAT SUPPLY CO. 


My OL 
YA Oo 
YAL C 
-YA Pe 





For bouse doors, closets stor 
© room ‘. A lock that is 


ost Tmpossible to pick or 
duplicate » key 


TS $1.50 $2.00 
$2.25 $3.50 
















Yale Drawer Locks 
Cylinder Type 

65c, 8Sc, $1.35, $1.65 
up to $3.75 





Yale Trunk or 
Box Locks 
55c, 80c, $1.00, $2.50 





Yale Pad Locks 
25¢ SOc 60c 75¢ 
$1.00—up to $3.50 


White 
Hardware Co. 


Cor East Market and South 
Washington Sts. 
WILKES-BARRE 


Harris Hardware 
and Supply Co. 


KINGSTON CORNERS 
KINGSTON 
SUCCESSORS TO 
A J ROAT SUPPLY CO 





Four one-column ads of this type used by the White Hardware Co., Wilkes-Barre, 
Pa. Illustrations of the actual items, descriptive matter and prices are the strong 
points in this copy. 
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This Fine 
Salad Set 
Will Please You 

$1.00 
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Mixer and 
Beater 
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The Safety Roll 
Can Opener 
$1.00 
Fasten. to table, bench or 
wall This style operates 
exec’ the hand vie 
ov . a oor r 


White 
Hardware Co. 


Cor. East Market and South 
Wasbington 
WILKES BAKKE 


Harris Hardware 
and Supply Co. 


KINGSTON CORNERS 
KINGSTON 
SUCCESSORS TO 
A. 4. BOAT SUPPLY CO 


For House 


After the Dusty 
Summer Months 


SPECIAL 


‘Curtain 
Stretchers 
$1.19 


OFNERS 8°. 510 


Strong 


_Stepiadders 





4 Ft. "ie ll 
S Ft. High—$2.00 
6 Ft. High—$2.40 



















The Palmetto 


Scrub Brush 
2c, 30c 


Outlast Any Other Sera 
Brush 


Hand 
Dusting 
Brushes 

40c, b5¢, 75¢ 


Made of Selected Bristle 





Giamware and Windows Wil 
Shine Like New If You Use 
One of Our Finest Quality 


180. $2 25. 


White 
Hardware Co. 


Cor East Market and South 
Washington Sts 
WILKES-BARRE 


Harris Hardware 
and Supply Co. 


KINGSTON CORNERS 
KINGSTON 
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White 
Hardware Co. 


Car. 4 Market and South 
WILKES-BARRE 


Harris Hardware 
and Supply Ce. 


KINGSTON CORNERS 
KINGSTON 


SUCCESSORS TO 
A. 4. ROAT SUPFLY CO. 


BUY THE BEST 
IT PAYS 





Special 
Low Prices 


“4 wade by RELIABLE 
Manu ecturers. 


Lufkin Miners’ and 
Household Tapes 


Hv Large 44c 





Drop Forge Set of 
Wrenches 


Wit fit belts and nuts of 
standard and odd sizes 


87¢ 








Metal Snips or Shears 


With strong handies and 
highly tempered cutting 
hades 


ex | Fa Morag $1 D0 
At Ba: 














Screw Drivers 
Good Quality 
10¢. 15¢ 


ox 


Slip Joint 
Combination Pliers 
Finely Finished 


oe. 


Pipe Wrenches 
10 Inch 85e¢ 
14 tach $1.15 


Cuaranteed Quatits 





Hack Saw Blade 
With Frame 
Is adjustable for ® inch te 
it inch bade 


White 
Hardware Co. 


(or East Market and South 
Washington Sts 
WILKES BARRE 


Harris Hardware 
and Supply Co. 
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ADVANCES BECOMING EFFECTIVE 
(See report below for details.) 
Spooled and coiled wire 
Lead head roofing nails 
Brass forms and shapes 
Malleable pipe fittings 


Manila and sisal rope 
Poultry netting 

Steel screen cloth 
Stove bolts 

Cap and set screws 
Machine screws 

Steel cotters Putty 
Bulk lead pigments 

Auger bits 

Wood, hay and lawn rakes 


Pipe nipples 


Bolt clippers 


ADVANCES ANTICIPATED 


(See report below for particulars.) 


Frigidaire refrigerators 
Marine hardware 


Fire extinguishers 





January 
4th 
1934 


Electric appliances Shellac 
Garden hose Picks, mattocks, sledges and 
wedges 


Rope quotations, issued by Ply- 
mouth Cordage Company, Dec. 20, con- 
tain many new features, and will natur- 
ally be followed by other leading 
sellers. The rope schedule embodies 
several results of the proposed code of 
cordage and twine manufacturers now 
pending in Washington, and primarily 
bases quotations upon a zone plan. 
The base areas which cover roughly 
the states east of the Mississippi, to- 
gether with the Pacific Coast states, 
are now on the following schedule to 
retailers: 

Base Former 
Per Lb. Base 


First quality Manila 3 Strand 17c. 15e. 
Second quality Manila 3 Strand 16c, 12c. 
First quality Sisal 3 Strand 114%ec. 14e. 
Second quality Sisal 3 Strand 13e. 10\\c. 

The above schedule is uniform for 
delivery at all freight stations in the 
base area. The second price zone, 
covering Wisconsin and the states im- 
mediately bordering the Mississippi on 
the west, is now on basis one-half cent 
higher than the eastern area. States 
from east Texas to North Dakota in- 
clusive form the third zone, one cent 
above the eastern zone, and the Rocky 
Mountain area is priced at one-and-one- 
half cents advance over the eastern base. 
Quotations are made effective for im- 
mediate shipment only, subject to 
change without notice, and in this re- 
spect vary from the old practice of the 
cordage industry in announcing figures 
for quarterly periods. 

~ * * 


The announcement of opening 
poultry netting prices in November for 
shipment prior to Dec. 31 has been fol- 
lowed by a new schedule from all 
manufacturers, naming an advance of 
approximately 10 per cent in the 
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standard 19 and 20 gage grades, and 
at the new basis, orders will be ac- 
cepted for shipment prior to March 
31, 1934, on 2 per cent, 10 day terms, 
without future dating. Quotations on 
typical sellers, representing the trend 
of this advance, are as follows: 


New Price Old Price 
Per Roll Per Roll 
2 in. No. 19—48 in. wide galv. 
$2.86 $2.57 


2.41 2.22 


Before ..ccccccccccccccvce 3.01 2.79 


The usual extra of about 10 per cent 
for “galvanized after weaving” is still 
in effect. ' 

* * *& 

On steel screen cloth, following 
the sharp advance of Nov. 27, a fur- 
ther mark-up is issued by all manu- 
facturers effective Jan. 1, 1934, and 
subject to change without notice. 
Prices are quoted net per roll approxi- 
mately 5 to 6 per cent higher than the 
November figures. Bronze and copper 
cloth are unchanged at this time, the 
same schedules being in effect as an- 
nounced Nov. 18. Orders are accepted 
for shipment up to March 31 on regu- 
lar terms without future dating. 

* ” * 


Makers of tarriage and machine 
bolts, also lag screws, recently reaf- 
firmed the last quoted schedule to 
cover first quarter contracts. Stove 
bolts, however, were advanced approxi- 
mately 11 per cent, with the new figures 
named subject to change, and without 
definite protection through the quarter. 


HOW'S the 


Corbin Screw Corporation and 
other makers issued new schedules 
about Dec. 19 on machine screws, up 
21% points, or approximately 744 per 
cent. The last previous advance on 
machine screws was effective June 1. 

* * * 


All screw machine products 
have been greatly affected by the sharp 
rise in the cost of the grades of steel 
required, and by the new labor rates 
and costs of packages resulting from 
NRA influences. Hollow head set and 
cap screws have participated in the 
generally advancing trend, and were 
marked up approximately 10 per cent 
Dec. 21. 


* + 


Steel cotters are 10 per cent 
higher, and although the date of the 
change was Dec. 7, orders chiefly af- 
fected are those covering the first 
quarter of the new year, as old con- 
tracts expired by limitation on Dec. 
Sl. 

* * * 

Malin and Company, Cleveland, 
Ohio, leading producers of spooled and 
coiled wire for the dealer trade, issued 
revised prices, effective Dec. 15, cover- 
ing their lines of copper, brass, nickel 
silver and phosphor bronze wires. 
Steel wire products of their manufac- 
ture remain unchanged on basis quoted 
Oct. 20. Copper wires are up about 10 
per cent, and a sharper rise on soft 
and spring brass spools and coils aver- 
ages about 27 ‘per cent above the 
former price list. 

* * * 


On lead headed roofing nails, the 
Deniston Company of Chicago an- 
nounced Dec. 21 an advance of 50c. 
per keg on both their bright and gal- 
vanized nails, to be in effect Jan. 1, 
1934. An unexpected move was the 
announcement on Dec. 15 of a reduc- 
tion on Filshie lead head nails to a 
basis about 30c. per 100 Ib. below the 
minimum figures previously in effect. 

* * # 


On Dec. 19 the American Brass 
Company announced an advance in 
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the base prices on most of its products, 
ranging from Yc. to 34c. per |b., and 
ascribed to recent strengthening of 
copper ingot prices, which have recov- 
ered during the last few weeks frac- 
tionally above the 8c. figure, in effect 
for most of the fall. 
* * * 


Malleable pipe fittings were 
marked up approximately 10 per cent, 
effective Jan. 1, the new basis being 
concurred in by all leading makers. 
All pipe nipples were likewise ad- 
vanced 10 per cent, effective Dec. 21. 
In general, the prices on plumbers’ 
fittings and supplies are very steady 
and considerably better demand has 
been reported in recent weeks. 

* * * 


Jobbers of electrical lines have 
received word from several manufac- 
turers that appliance prices -will be 
revised slightly upward shortly after 
the opening of the new year. Sales 
of electrical household utilities during 
the holiday buying season were unusu- 
ally good, from a number of dealers 
coming reports that the more expensive 
articles, particularly electric mixers, 
have reached a record far ahead of last 
year. A slight reduction in price was 
made Dec. 15 by several independent 
battery manufacturers on No. 6 dry 
cells and flashlight unit cells. 

* & 

Effective Jan. 1, the Frigidaire 
Corporation, has advanced prices on all 
its household models. The preliminary 
notice did not go into details as to the 
amounts of the increase, but it is ex- 
pected to be in line with changes made 
recently by other manufacturers of 
electrical refrigerators. 

* * * 


In paint department lines, sev- 
eral changes are in effect. Putty has 
been marked up on various size pack- 
ages from 15c. to $1 per 100 lb., the 
smaller packages being raised sharply 
because of higher container costs. 
Commercial putty in 1 lb. cans is now 
listed at approximately $1 per 100 Ib. 
higher. and there has been a general 
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abandonment of the 2 lb., 3 lb., and 
10 lb. packages in the interest of sim- 
plification under the new code. Bulk 
lead pigments were advanced 14c. per 
Ib. Jan. 1 over the preceding June list. 
and further mark-up is expected on 
shellac, due to the recent sharp rise in 
material costs, including a very firm 
alcohol market. 
* * * 


With hardly time to catch a 
breath, after a pleasing holiday rush, 
hardware retailers have generally 
plunged into their annual inventory 
season. Christmas trade _ throughout 
the country has undoubtedly been the 
best since 1930, and while the reports 
of final volume from all areas are not 
available, seldom do the estimates of 
increase range less than 15 per cent, 
and some stores reported early selling 
was reaching 40 per cent in excess of 
the corresponding 1932 week. The last 
minute shopping rush caught many 
dealers unprepared, as evidenced by 
the unusual number of wire and tele- 
phone orders and personal pick-up 
calls which kept wholesalers busy, and, 
in turn, developed a number of whole- 
sale shortages on popular holiday 
sellers. 

* & 

Marine hardware has _ been 
posted with the wholesalers for an ad- 
vance, effective Jan. 1, estimated at 
about 10 per cent, and affecting shack- 
les, thimbles, oarlocks and_ miscel- 
laneous fittings. 

* * * 

Jobbers of garden hose have 
notified their salesmen of an expected 
advance in price due to the code, and 
to be in effect early in the new year. 
As a result, retailers’ orders have been 
coming in heavily during the past few 
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weeks. Manufacturers have an ad- 
vanced schedule under discussion 
which is expected to affect not only the 
all-rubber hose, but all qualities of 
braided hose, permitting about the 
same spread between these grades as 
now in operation. 
* * * 

Wrapping twines are affected by 
the Federal tax, effective Dec. 1, cover- 
ing many sizes of jute twines, fine India 
twines, tube cord and bale rope. The 
tax amounts to 2.9c. per lb. on all of 
the finer jute twines. 

* * * 


Picks and mattocks, sledges and 
wedges seem due for an advance, ac- 
cording to reports received by several 
wholesalers. A rise of about 5 to 10 
per cent is looked for, manufacturers’ 
stocks of old cost materials having 
been cleaned out by the unusual de- 
mand recently for these tools in con- 
nection with CWA activities. Jobbers’ 
stocks are bare for the same reason, 
and replacements from most manufac- 
turers are on basis of three to four 
weeks delay. 

* * * 


Trade has been best in the agri- 
cultufal regions, ran well ahead also in 
most industrial districts, and held about 
even in the city areas. Mail-orders, 
chain store and department store 
groups not only reported a better show- 
ing for November than the correspond- 
ing months of 1932, but were confident 
that the same rise would be shown in 
the December totals. The usual winter 
slump among this group, between 
October and November, was_ nearly 
wiped out, and a review of the last 
quarter’s figures is expected to make 
the best fall and winter showing for 
the past three or four years. 

* 8 & 


Price movements naturally have 
continued upward. The latest Dun & 
Bradstreet commodity index is almost 
even with a month ago, and while about 
12 per cent below the July 18 peak 
level, it is approximately 331/3 per 
cent above the low of last winter. Hide 
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WHOLESALE HARDWARE SALES AND STOCKS IN OCTOBER, 1933 
(By Federal Reserve Districts As Reported To Federal Reserve Banks.) 
Per Cent Sales Per Cent Stock 
Increase or Increase or 
District Decrease Oct., 1933, | Decrease, Oct., 1933, 
Bank Supplying Served by Compared to Compared to 
Information. Bank. Oct., 1932. Oct., 1932. 
ST. LOUIS EIGHTH + 8.3 +11.5 
PHILADELPHIA THIRD +10.9 — 62 
CHICAGO SEVENTH +15.4 — §5 
NEW YORK SECOND +18.3 +11.1 
RICHMOND FIFTH +45.1 + 8.5 
KANSAS CITY TENTH +18.8 + 7.7 
prices declined toward the end of went into effect Jan. 1. These permit 


December almost a full cent per pound, 
but this was absorbed in the averages 
by reason of rise in scrap steel and 
copper, and the well-maintained firm- 
ness of other basic groups. 

* * . 


September vacuum cleaner sales 
showed a big increase over the same 
month of last year according to Secre- 
tary Frantz of the Vacuum Cleaner 
Manufacturers’ Assn. Sales for that 
month totaled 61,340, while for the 
same month last year the total was 
only 33,821. 

* & # 

More electric oil burners were 
sold in September, 1933, than in the 
preceding month or during the same 
month of 1932, according to the Bureau 
of Census. 

* # 

Other changes in tool lines in- 
clude an advance in auger bits approxi- 
mately 10 per cent, and in bolt clip- 
pers of 8 per cent, effective Jan. 1, 
1934. 

* © # 

Some makers of wood, hay and 
lawn rakes are issuing belated sched- 
ules for the 1934 season, with an ad- 
vance of about 10 per cent covering 
the entire variety of wood, steel and 
aluminum bow rakes. Advance orders 
on hand farming tools in general 
have been somewhat slow during the 
fall, but are now showing a sharp 
pick-up with holiday distractions out of 
the way. 

* & 

Fire extinguishers of all popular 
types have advanced sharply in price 
following the signing of the new ex- 
tinguisher code. Quotations during the 
summer fell to a record low ba«'3 due 
to a fight for business among several 
manufacturers, and the present sched- 
ule of new lists and discounts brings 
figures to a level much more in line 
with the average quotations of other 
years. 

x * # 

Jobbers, particularly of nails and 
wire products, are interested in resolu- 
tions modifying the steel code, which 


AS 


the establishing of uniform quotations 
f.o.b. jobbers’ shipping points, and 
rescind the previous ruling under the 
code, that all quotations on nails, wire, 
etc., were to be figured f.o.b. destina- 
tion. Changes made in the definition 
of jobbers protect legitimate wholesale 
buyers more reasonably. 

One disappointment in the new bulle- 
tin is the absence of restoration of the 
cash discount to the old 2 per cent 10- 
day basis, instead of the 4% of 1 per 
cent recently stipulated under the steel 
code. Jobbers, however, may generally 
use 2 per cent 10-day terms in their sales 
to hardware retailers, by figuring the 
difference into the new pricing now 
made possible. 

* * * 

Steel production at the close of 
1933 was regaining its mid-fall losses 
at a most encouraging rate. The per- 
centage of operation reported by the 
American Iron and Steel Institute at 
the beginning of last week was 31.6 
per cent of capacity. The rate of em- 
ployment in the steel industry is now 
nearly 100 per cent over the closing 
totals of 1932. 

* % * 

The value of retail sales of au- 
tomobiles increased 7A per cent in No- 
vember, compared with the same month 
last year—the first time in five years 
that November sales gained over the 
corresponding period of the year be- 
fore. Retail sales of new passenger au- 
tomobiles were 23 per cent higher for 
the first 11 months of 1933 than for 
the corresponding months of 1932. 

* * * 


Factories in the Toledo, Ohio 
area are reported particularly busy fill- 
ing orders from all parts of the coun- 
try to supply CWA workers. For ex- 
ample, the Toledo Wheelbarrow Co., 
has been working day and night on 
wheelbarrows, and officials reported 
they are 15 carloads behind in filling 
orders. Undoubtedly, the rate of em- 
ployment on CWA projects would be 
greatly hastened if it were not for the 
great shortage of tools and equipment. 
An interesting sidelight is found in a 


news note Dec. 19 from Toledo to the 
effect that four large plants there, in- 
cluding the Gendron Wheel Company 
and the Toledo Metal Wheel Company, 
have informed the complaint board of 
the local CWA administration that men 
are quitting 40c. an hour jobs, certi- 
fying they are unemployed, and seek- 
ing the 50c. an hour CWA jobs. 
* * * 


Construction contracts of every 
description placed during the first half 
of December totaled nearly 123 million 
dollars, in the 37 states east of the 
Rocky mountains, as reported by F. W. 
Dodge Corporation. This figure was 70 
per cent above the first half of Novem- 
ber, this year, and more than 50 per 
cent ahead of the entire month of De- 
cember, 1932. Residential building con- 
tracts during the half-month amounted 
to $13,629,000, as against $12,957,000 
for all of December last year. 

* * * 


Industries with the most promis- 
ing outlook for activity in the new year, 
listed by Standard Statistics, and in- 
teresting to note, are as follows: Au- 
tomobiles and trucks, automobile parts, 
building, chemicals, food products, in- 
dustrial machinery, metal containers, 
nonferrous metals, petroleum, railroads, 
rail equipment, retail trade and steel. 

* * * 


Rubber tire manufacturers have 
finally agreed upon a code for the in- 
dustry, after many discussions ranging 
over two months, which seemed to in- 
volve almost insurmountable differences 
of opinion. Representatives of all lead- 
ing companies attached their signatures 
to the code Dec. 19, and the latest news 
is that the president has approved the 
code, effective Dec. 25. In granting his 
approval, the President retained the 
right to cancel or modify any of its pro- 
visions if investigation by the Federal 
Trade Commission should disclose need 
for changes, and a particular report is 
to be made within 90 days as to the 
progress in clearing away past unfair 
trade practices. 

* * * 

In freight car loadings, a signifi- 
cant increase of 17,329 cars was re- 
ported for the week ended Dec. 16, the 
first time since 1918, when the A. R. A. 
began to compile car loading figures, 
that a gain has occurred in mid-Decem- 
ber. Shipments maintained the steady 
advance which has been shown over last 
year, ever since May, and last week’s 
jump was 39,063 cars over the corre- 
sponding 1932 record. While the larg- 
est increase was in coal loadings, mis- 
cellaneous freight shipments, which are 
a good index of public buying, not only 
exceeded 1932 by nearly 45,000 cars, 
but came within 98 cars of equaling 

(Continued on page 64) 
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By A. E. Long 
Omaha, Neb. 

ITHIN the next few days the 

farmers of Nebraska and 

Iowa will be going places 
and buying things. RFC’s Omaha 
manager, Herbert Daniel, is distrib- 
uting millions of dollars which the 
Federal government is loaning to 
farmers on warehoused corn at the 
rate of 45 cents a bushel. The corn 
is not to be sold for less than the face 
of the loan, plus 4 per cent interest, 
before Aug. 1. On that date the corn 
may be turned over to the Com- 
munity Credit Corporation in pay- 
ment of the loan. 

The money is in actual process of 
distribution now and, within the next 
few months, some $60,000,000 will 
have been placed in the hands of 
these farm families. In the ensuing 11 
months, $40,000,000 more will have 
been added to the purchasing power 
of our Middle West farmers. Every 
effort is being made to speed the 
process, and few comprehend the 
vast movement of money into the 
corn belt that is taking place right 
now. 

The loan plan is being applied in 
the entire State of Illinois and in 
47 counties of Minnesota, 35 counties 
of South Dakota, parts of Indiana 
and parts of Kansas as well as the 
States of Nebraska and Iowa. 

It is estimated that at least 50 per 
cent of the corn now on the farms of 
Nebraska and Iowa will be sealed 
for loan. Nebraska farmers have 246,- 
000,000 bushels while Iowa grow- 
ers own 442,000,000 bushels. Basing 
an estimate on these figures, these 
two States alone would account for 
a total of $154,000,000, not to men- 
tion Illinois and the other States that 
will benefit. 

This money that is being distrib- 
uted is all new money in circulation 
in the corn belt; new purchasing 
power from the U. S. treasury and 
being distributed through the corn 
States. 

Monona is a good representative 
county in Iowa. It is located along 
the Missouri River. The first week 
the loans were available—the week of 
Dec. 11 to 16, this county alone 
sealed half a million bushels for the 
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loans. County Agent Reynolds of 
Monona County estimated that prob- 
ably as high as 2,500,000 bushels 
would be sealed for loans in that 
county alone. This would put $1,- 
125,000 of new money into circula- 
tion in that county within the next 
two months; or $330 for every family 
in the county. 

Custer County, Nebraska, one of 
the western, and semi-arid counties 
of the State, has an average annual 





Farmers 


yield of 8,500,000 bushels of corn. 
If half of it is sealed for loans, it will 
throw $1,912,500 into that county. 
Since Custer county has a population 
of 26,000, it will put $367.75 into 
that county for every family residing 
there, assuming five as the average 
number in a household. 

Herbert Daniel says: “It is impos- 
sible to exaggerate the effect this will 
have on business in these corn States. 
It is the greatest thing that has ever 
happened out here. Its effect will not 
be limited to this region alone. The 
influence of getting this new money 
into circulation will extend to all 
parts of the country.” 

How the farmers of the corn belt 
do need hardware! Fences are de- 
lapidated, and fallen to decay. Nails 
and staples are needed. Harness ac- 
cessories are a sore need. Forty per 
cent of the farm radios have been out 
of use in the past two years, by actual 
survey, due to inability to finance the 
purchase of a new set, or repairing 
the old or keeping it in batteries and 
tubes. Stoves are in bad repair. Shov- 
els, forks, garden tools, and ma- 
chinist’s tools are badly needed. 

Not so long ago the cotton belt 
farmers got their cotton bonus 
through the good graces of the gov- 
ernment. Much of this cotton money 
was cleared through Kansas City 
and other southern or near-southern 
points. A recent survey was made in 
Kansas City of the checks cleared 
through the banks of that city. Ex- 
amination of the initial endorsement 
on the cotton checks showed that 90 
per cent of them were endorsed over 
to an automobile company or an 
auto-finance company. This is inter- 
preted to mean that the auto people 
and the auto-finance people were 
more active and aggressive in hook- 
ing into the buttonhole of the farmer 
in plenty of time and following him 
through the process of getting his 
loan to make sure that he left the 
proper amount of his cotton money 
with them. 

Will the hardwaremen trust to 
luck? Or will they make an enter- 
prising effort to get their share of 
this $154,000,000 of new corn money 
that is being distributed in the cérn 
belt? 
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a ; HARDWARE AGE FOR 
Kelley-How-Thomson Co. Sponsors houses entering the contest were | HARLAN RESIGNS AS 


“Train of Hardware Progress” Exhibit 


In connection with its sales | 
conventions, Kelley-How-Thom- 
Duluth, Minn., 


hardware distributors, has made 
arrangements for an exhibition 
train to be known as the “Train 
of Hardware Progress” on which 
there will be an elaborate dis- 
play of its major lines. The 
train will leave Duluth on the 
morning of Jan. 14 on a 1284- 
mile educational and selling tour, 
over the lines of the Northern 
Pacific and Great Northern rail- 
ways. It will comprise three 
display cars, a standard Pullman 
and a combination buffet and 
observation car. 

The program will start with 
a three-day convention in 
Duluth, Jan. 10, 11 and 12, at 
which all salesmen in northern 
Minnesota, Wisconsin and upper 
Michigan will be in attendance. 
Twenty-four salesmen of the Kel- 
ley-How-Thomson company hav- 
ing territories in western Min- 
nesota, North Dakota and Mon- 
tana will join the train at dif- 
ferent points on the tour, bring- 
ing dealers with them. 

January 21 the train will go 
to Minneapolis, Minn., for the 
sales convention to be held there 
Jan. 23 to 26, the same date as 
the Minnesota Retail Hardware 
show. Twenty-two salesmen 
traveling in southern Minnesota, 
western Wisconsin, lowa and 
South Dakota will be there with 
some of the dealers they serve. 
At the Minneapolis Auditorium 
the company will have a dis- 
play of merchandise, including 
all lines that will be shown on 
the “Train of Hardware Prog- | 


” 
ress, 


son, wholesale 





CHAIN STORE TAX IN 

MICHIGAN IS UPHELD 
The Michigan chain store tax 
was upheld recently by Circuit 
Judge Robert M. Toms in a de- | 
cision denying a suit to enjoin 
collection of the tax. The suit 
had been brought by the C. F. | 
Smith Co., operating 700 grocery 
stores in Michigan. Twenty-six 
chain store companies intervened 
in the suit. 

» Plaintiffs had charged uncon- 
stitutional confiscation of prop- 
erty. 
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| Handley Hardware Co., Birming- 
| ham, 

. ° | 
| distributors, were recently award- | 


| the highest standings in sales of 


| Ohio. 





| among the guests. 








MANSFIELD TIRE CO. 
AWARDS SALES PRIZES 
Kelley-How-Thomson Co., Du- 

luth, Minn., Peden Iron & Steel | 
Co., Houston, Tex., and Moore- 


Ala., hardware | 


wholesale 


ed silver trophy cups for having 


Mansfield tires during the recent | 


| Century of Progress Sales Con- 


test sponsored by The Mansfield | 
Tire & Rubber Co., Mansfield, | 
The Wallace Silver Trophy | 
awarded to Kelley-How-Thomson | 
Co., shown here, measures 24 | 
inches high and has a base 7% | 
inches wide. 
Salesmen of 


all 


wholesale | 


given set cash awards for sell- | 


ing 50, 75, 100, 150 and 200 or 
more Mansfield first and second 
line tires during the contest 
period. 


PAUL NEUMAN HEADS 
LOS ANGELES CLUB 


Paul Neuman, American Fac- 
tors, Ltd., was elected president 
of the San Francisco Pot & Ket- 
tle Club, at a recent meeting. 
Osgood Murdock, publisher, Im- 
plement Record, was elected cor- 
responding secretary of the club. 
W. B. McDonald, Hallenschide 
& McDonald, and G. C. Gillan, 
Gillan Sales Co., were elected 
vice-presidents, while Fred Wig- 
more, Hughson & Merton, was 
named treasurer. Hugo August- 
son, Sloss & Brittain, wholesale 
hardware distributors, was elect- 
ed recording secretary. 

At the next meeting, which 
was in the form of a Christmas 
party, retiring president A. J. 
Howell was presented with a 
gift from the members of the 
club. George Dorre, Dunham, 
Carrigan & Hayden Co., San 
Francisco, wholesale hardware 
distributors; Charles H. Hersee, 
Larson Ladder Co.; Lester Mel- 
quoind, Baker, Hamilton & Paci- 
fic Co., wholesale hardware dis- 
tributors, and J. C. Hughes, were 


JACK HELLER HEADS 
N. J. HARDWARE ASSN. 


At a Jack 


Heller was elected president of 


recent meeting 
the New Jersey Retail Hardware 
Association, while Charles Prior 


and Theodore Yecies were elect- 





ed vice-presidents. Joseph Heller 
was named as honorary presi- 
dent. Jack Friedman 
tary, Emanuel Shaw is treasurer 
and Maxwell M. Plotkin is coun- 
sel. A resolution was passed 
that the association become af- 
filiated with the proposed state 
organization of hardware deal- 
Announcement of the sec- 
ond annual entertainment and 
dance was made. The affair will 
be held Feb. 21, 1934, at the 
Hotel Douglas, 15 Hill St., New- 
ark, N. J. 

The next meeting will be held | 


is secre- 


ers. 


| at 190 Belmont Ave., Newark, 
| General Fittings Co. 


N. J., on Jan. 4. 


SOUTHEASTERN SECY. 

Walter Harlan, secretary-treas- 
urer, Southeastern Retail Hard- 
ware & Implement Association 
and affiliated Alabama, Georgia, 
Florida and Tennessee associa- 





WALTER HARLAN 


tions, has resigned that office be- 
More than 
two years ago he underwent an 


cause of ill health. 


operation from which he hes not 
entirely recovered. He _ had 
served the Southeastern and af- 
filiated associations as secretary- 
treasurer since organization in 
1917. 

Clifford Nolan, who served as 
assistant secretary for many 
years, is now handling the work 
of the association office. 

Mr. Harlan’s present address 
is 1617 W. Beauregard Ave., c/o 
Mrs. S. M. Horine, San Angelo, 
Tex. 

GENERAL FITTINGS CO. 

REPRESENTS NYE TOOL 


Co., 


dence, R. I., has been appointed 


General Fittings Provi- 
New England distributor for the 
Nye Tool & Machine Works. The 
General Fittings Co., which also 
covers the eastern portion of 
New York State, excluding the 
metropolitan area, manufactures 
General water heaters and Gen- 
eral pipe unions. 

Frank E. Johnson, who for- 
merly represented the Nye Tool 
& Machine Works in New Eng- 
land for the past seven years, 
has joined the sales staff of the 
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Y. RMA PLANS TWO SHOWS | ager, Commercial Division of the | laufer is Vice-president and C. MARSHALL WELLS CO. 
DURING YEAR 1934 | Golden Gate Bridge. The films | Taylor Wettlaufer is secretary. TO HOLD CONVENTION 
reas- Thee Sadie, Mieiesenaued dn, showed construction of the | ———_ 
fard- PT ayn gra ; bridge piers, placing of steel} BECHERERIS MEMBER | /ames Feir, manager, has an- 
7 sociation will sponsor public ra- towers and other activities in OF CODE AU nounced that the annual Asso- 
ation dio and electrical household ap- | — > aS aa 9 AUTHORITY ciated Hardware Dealers’ and 
; liz ices te, Me eae connection with its building. A F. xX , ing: . = 3 ; 
rela, re er Oe Bee ae wire, measuring %4 in. | - X. Becherer, secretary, Mis- Salesmen’s convention of the 
ocia- and Chicago, Ill, some time in| +. diameter, of the type 10 be | *2Uti Retail Hardware Associa- | Marshall-Wells Co., Duluth. 
the fall of 1934. : ap ‘ tion; Ben H. Gude, president, | Minn., wholesale hardware dis- 
. —- used in making the cables cre-| ¢ : ' , ” = 
J. Clarke Coit, General House- ‘ South End Hardware, and Jules | tributors, will be held Jan. 29 
Fe . ; ated much interest when all| 7... tributors, will be he 5 Sih 
hold Utilities Co., Chicago, IIl.; ; d | Creissen, president, Creissen | 30 and 31. It is estimated that 
| M. Ski Phileo. Phil: efforts to bend it proved futile. H. ; ss ee sine ‘ 
ames ° inner, 11 ag 1la- Chairmen Chasies G "SRS ardware Co., are representa- approximately 400 hardware 
delphia, Pa., and Bond Geddes, Ca ite 43 ". | tives for the St. Louis, Mo., area | dealers and salesmen will attend 
j enter dendeedius sal aun | of the Christmas party commit “ , ; . moe apap handi 
wipes i epee = eal } the convertion and merchandis- 
eral manager of RMA, head the | tee on arrangements reported on | ing school. Sales ill re- 
: plans for the event. Frank Bran ~~ ae 
committee on arrangements. | oo) pe main over for an extra day. 
s . acted as chairman of the day. 
Meetings for retail and wholesale | The coming convention will be 
issociations and for members of the seventh for the benefit of 
the RMA will be arranged for. | ah Marshall-Wells customers and 
| A. H. BROWNELL MANAGES the 38th held for the company’s 
<a H. D. TAYLOR CO. salesmen. 
F. H. SCHOLL IS PRES. | Adon H. Brownell has resigned | During the convention dealers 
HARDWARE SQUARE CLUB his position with The Geo. and their sales clerks will be 
Members of Hardws es Worthington Co.. Cleveland. given suggestions on how to im- 
Peres On Sete ee Ge 4. tenon general man- | prove their merchandising meth- 
Club No. 657 met Dec. 19 at | i 7a SS ears 
the M ie T le. 71 W. 23rd | 886? of the H. D. Taylor Co., | ods. New merchandise for 1934 
a - 20FC'| Buffalo, N. Y., wholesale hard- | will be shown and discussed and 
St.. New York City. for the an- | ae : ; 4 : : 
fier ware distributors. For the past much stress will be given to the 
nual Christmas tree party and value of “always looking for- 
clection of officers. William H. | eid ound wie the future 
 be- Heinze, the retiring president, | Bexeuee iy a ‘ 
: | in order to take advantage of all 
than was succeeded by Fred H. |} rer Rare rer 
. opportunities in 1934. 
- an Scholl. Charles H. Coe and | . « on 
“— John Colombin were elected vice : > art 
. : . SES 
had residents. Ralph >. Allen. hardware trade on the Retail Fo ca tant 
of. Pheoll Mfg. Co.. New York City, | Code Authority for St. Louis. ican 
ary- was reelected recording  secre- Frank M. Mayfield, president, William M. Horton, Cleveland, 
io tary, while Albert Westphall was Scruggs, Vandervoort & Barney | Ohio, was recently appointed fac- 
again named treasurer. Her- | Dry Goods Co. and president of | tory manager of The Ferry Cap 
_ mann I, Sorensen was reelected the Associated Retailers of St.| & Set Screw Co., Cleveland. 
any as trustee. George B. Piatt was Louis has been named chairman | Ohio. After four years appren- 
om 4 chairman of the nominating com- of the local group, while K. F. | ticeship in tool making, etc., at 
mittee, being assisted by L. M. | Niemoeller, manager, Associated | the Russell, Burdsall & Ward 
ress Ndwards and W. H. Rossner. Retailers, is secretary. Bolt & Nut Co., Port Chester, 
c/o paerceeoeees " . N. Y., he went to Cleveland, 
elo, where he worked for 15 years 
ELECT ALDERMAN TO | See ee =| with the late S. D. Lewy, The 
RETAIL TRADE COUNCIL | | CHANGES FIRMNAME | Kirk-Latty Mfg. Co. After the 
. W. W. S. Alderman, manager, A. H. BROWNELL | ‘Toledo Premium Specialties, ee = pila 
: 0. C. Alderman Co., Springfield, | Inc., has changed its name to To- organization with The Lamson ¢ 
IL Mass., was recently elected to ledo Stamping & Mfg. Co., for | Sessions Co., Mr. Horton was 
— viaiiaseiude P a ' five years) Mr. Brownell had} the purpose of having its corpo-| assistant director of operations 
ovi- represent hardware dealers of , s 
, Springfield and vicinity to the charge of the builders’ hardware, | rate name reflect more accurate- | under R. H. Smith. 
_ SprinaGeld Retail Trade C i] paint, locksmith and janitor sup-| ly the scope of its business. Mr. Horton holds many _ pa- 
the eres eres Nene See ply departments of the Worthing- Offic ‘ontinue at 375 Phillips hinery and has been 
h Spencer Smith, branch store man- tt : He es a 1 ee continue at S/o nillips — a oe e bs os ‘ esa 
The wer, Carlisle Hardware Co. } , See Pas He Pca = Ave., Toledo. sipsnsar asin hit venngpied | pi ade 
also Springfield, Mass., was elected on , oe Hoa f ego af | ee ments in ee soagigge met = 
P s g a. 5 years af- | — y > screw 
of liernate representative. ingore og “ey ‘ined *Racwell &| NEW SUPPLIES STORE ot Yer aan nilitatatins 
the t Sse and bo dustry. 
i Erwin Mfg. Co., New Britain,| | DESIRES CATALOGS ao 
. . Conn., as assistz sales . C S ., Inc., 394 x : tai iii pi 
wal SAN FRANCISCO POT & an. Following his yea A I pscag ng “bi York Gee TRICOLD CORP. RESUMES 
tin. KETTLE CLUB MEETS with Russell & Erwin he was for | which has just entered business ITS ORIGINAL NAME 
Tool Members of the San Francisco | two years with the H. D. Taylor | desires manufacturers’ catalogs. President T. Irving Potter. 
ong: Pot & Kettle Club, recently held | Co., in charge of its builders’ | The Cobro company is particu-| Tricold Refrigerator Corp., Buf- 
are a meeting at which films showing | hardware and paint departments. | larly interested in catalogs on| falo, N. Y., has announced re- 
the the construction of piers for the Dr. C. E. Wettlaufer is presi- | hardware, tools, paints, stoves] sumption of the company’s orig- 
| Golden Gate Bridge, were ex-| dent and treasurer of the com-| and ranges, mill, plumbing and| inal designation, Potter Refrig- 
i: hibited by H. C. Bernard, man-! pany, while Trene Taylor Wett- | electrical supplies. erator Corp. 
GE 
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HARDWARE BOOSTERS 
HOLD CHRISTMAS PARTY 


More than sixty members and 
guests attended the Hardware 
Boosters Christmas party held 
Dec. 16 at the Hardware Club, 
New York City. The party was 
also a celebration of the twen- 
tieth anniversary of the organi- 
zation. President Louis J. Haas, 
W. C. Heller & Co., welcomed 
the guests and members, and in- 
troduced Seymour Sears, vice- 
president, The Tucker Co., who 
gave a brief talk on the spirit of 
Christmas. Mr. Sears then gave 
the invocation. 

N. A. Gladding, vice-president, 
E. C. Atkins & Co., Indianapolis, 
Ind.; Joseph Gleeson, Larchmont, 
N. Y.; Thomas Grogan, presi- 
dent, Brooklyn Hardware Asso- 
ciation; R. L. Hammond and H. 
A. Cornell were among the guests 
introduced at the party. Past 
president John H. Tracy, Rawl- 
plug Co., Inc., was presented with 
a gift as a token of the organi- 
zation’s esteem and appreciation 
for his services. 

Floyd Hines sang several solos 
and played the piano for the 
group singing. Harry E. Hayden, 
435 W. 119th St., New York 
City, magician and card trick 
entertainer gave a program. Gifts 
were distributed to members and 
guests. Charles Pincus, the Stan- 
ley Works, New York City, head- 
ed the committee in charge of 
the party. He was assisted by 
Secretary Oscar E. Watts, E. C. 
Atkins & Co., New York City; 
Roy Schmidt, the Stanley Works; 
H. R. Conner, Behr Manning 
Co., New York City, and Charles 
J. Heale, editor, Harpware Ace, 
New York City. 


JOHNSON REVOLVERS FOR 
“SETH PARKER” CRUISE 


Iver Johnson’s Arms & Cycle 
Works, Fitchburg, Mass., bas is- 
sued folders announcing that 
Phillips Lord, radio’s “Seth 
Parker” has selected Iver John- 
son “Hammer the Hammer” re- 
volvers for each member of the 
crew going on the adventure 
cruise of the schooner “Seth 
Parker.” [Illustrations show the 
schooner, Mr. Lord in nautical 
attire and Mr. Lord’s letter to 
the Johnson company. 

The folder briefly sketches the 
route being followed by the 
“Seth Parker.” 


U. S. COURT APPROVES 
MAJESTIC RECEIVERS 


Recently the United States 
District Court ordered the ap- 
pointment of Le Roi J. Williams 
and Thomas L. Marshall as 
permanent receivers for the 
Grigsby-Grunow Co., Chicago, 
Ill., manufacturers of Majestic 
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radios, refrigerators and radio 
tubes. In its announcement of 
the receivership the company 
pointed out that this step was 
taken to permit a prompt reor- 
ganization of finances as well 
as a definite program of perma- 
nent financing, consistent with 
its increased business. 
CHICAGO HOUSEWARES 
CLUB NAMES OFFICERS 


F. L. McCabe was recently 
elected president of the Chicago 
Housewares Club, Merchandise 
Mart, Chicago, Ill., while J. C. 
Amis, secretary, Chicago Retail 
Hardware Association, was named 
vice-president. Marcus S. Kopf, 
manufacturers representative, was 
named treasurer. Warren Ed- 
wards, Housefurnishings Buyers 
Service, was elected secretary. 

Directors elected were: Gun- 
nar A. Smidt, Wieboldt Stores, 
Inc.; Harry Klusmeyer, Alumi- 
num Products Co., La Grange, 
Ill., and B. M. Walsh, Republic 
Stamping & Enameling Co., Can- 
ton, Ohio. 

Members of the advisory board 
are: C. S. Maginnis, merchan- 
dising manager, The Fair, Chi- 
cago, Ill.; A. W. Buddenberg, 
Lisk Mfg. Co., and S. L. Hans- 
sen, Hanson Scale Co., Chicago, 
Ill. 





POT & KETTLE CLUB 
HAS LADIES DAY 


The final meeting for the year 
1933 of the Los Angeles Pot & 
Kettle Club, Los Angeles, Calif., 
was ladies day. More than 75 
members, ladies and guests, at- 
tended. Jim Robertson was in 
charge of the evening’s program. 
During the program musical se- 
lections were rendered. Ford 
Palmer, captain of the U. S. C. 
football, was one of the guests 
introduced at the meeting. 

Harry Rimmer was the speak- 
er of the day. Announcement 
was made that the Jan. 9 meet- 
ing would be held in the evening 
with dinner being served at 7 
o'clock. 

LEAVER IS V.P. OF 
N. J. RUBBER ASSN. 


Lloyd R. Leaver, sales man- 
ager, mechanical rubber goods 
division, Thermoid Rubber Co.. 
Trenton, N. J., was _ recently 
elected vice-president of the New 
Jersey Rubber Manufacturers 
Association. 

REP. SLEEPER TALKS 
TO SOMERVILLE DEALERS 


Hon. Donald N. Sleeper, rep- 
resentative from Medford, Mass., 
addressed a recent meeting of 
the Somerville & Medford Hard- 


ware & Paint Dealers Association. 





Representative Sleeper pointed 
out that the NRA has the teeth 
to enforce closing hours and 
other matters relating to unfair 
competition. He traced the old 
trade guilds and then discussed 
trade unions and their activities. 





MOHR RESIGNS FROM 

MARSHALL-WELLS CO. 

Joseph Mohr has resigned from 
Marshall-Wells Co., Duluth, 
Minn., wholesale hardware dis- 
tributors. Mr. Mohr, whose hard- 
ware experience has been large- 
ly in the buying and merchandis- 
ing of mechanics and agricul. 
tural tools and heavy hardware 
lines, has not made definite plans 
for the future. His hame address 
is 3609 Crescent View Ave., Du 
luth, Minn. 

FORM ASSOCIATION IN 
GARFIELD COUNTY, OKLA. 

Lewis Sawyer, Enid, Okla., 
was recently elected chairman of 
the newly formed Garfield Coun- 
ty Hardware & Implement Deal- 
ers’ Association. Bert Roberts, 
Waukomis, is vice-chairman, 
while Harry Falter, Enid, Okla., 
is secretary-treasurer. ‘The group 
has twenty-six members repre- 
senting most sections of the 
county. 


HARDWARE DEALER 
REQUESTS CATALOGS 


Todd Hardware Co., 208 Pa- 
cific Ave., Bremerton, Wash.., 
operated by A. E. Todd, desires 
catalogs, price lists, etc., on 
general hardware, glassware. 
crockery and house furnishings. 
Mr. Todd purchased the business 
of the Bremerton Hardware Co. 
on Dec. 1. 

For fourteen years Mr. Todd 
was general manager of the How- 
ard Mfg. Co., Seattle and Kent, 


Wash. A former president of 


‘the Seattle Pot & Kettle Club, 


he is well known to the hardware 

trade on the Pacific coast. 
TRYON & CO. MAKE 
PERSONNEL CHANGES 


John Kaufman, athletic goods 
buyer, Edw. K. Tryon & Co., 
Philadelphia, Pa., - wholesale 
hardware distributors, has been 
given the duties of toy buyer in 
addition. A new catalog on toys 
has been issued by the company. 

H. Savage, formerly with the 
Spalding organization, has joined 
the company to specialize in gun 
and tackle equipment. 





HARDWARE MAN HEADS 
MERCHANTS GROUP 


John U. Whitlock, Albemarle, 
N. C., hardware dealer, was re- 
cently elected president of the 
Albemarle Merchants Associa- 
tion. 





ADMINISTRATION ISSUES 
RETAIL BULLETIN No. 1 


The Retail Code and Retail 


Drug Code with explanatory 
comments are the subjects cov- 
ered in Retail Bulletin No. 1 
issued by the National Recovery 
Administration, Washington, 
D. C. Following each section of 
the code, as printed in the bul- 
letin, are explanatory comments. 
President Roosevelt’s executive 
order on the code of fair com- 
petition for the retail trade is 
reproduced in the bulletin. An 
index of the contents of this 
seventy-five page bulletin is in- 
cluded. 

The bulletin was prepared by 
the National Recovery Adminis- 
tration in collaboration with the 
National Retail Trade Council 
and the National Retail Drug 
Trade Council. Copies are avail- 
able from the Superintendent of 
Documents, Government Printing 
Office, Washington, D. C., at ten 
cents per copy. They are also 
available from district offices of 
the Bureau of Foreign and Do- 
mestic Commerce, Department of 
Commerce. 

A. J. TEMME NOW WITH 

F. W. JONAS COMPANY 


A. J. Temme recently joined 
the organization of F. W. Jonas 
Co., manufacturers’ representa- 
tives, now located at 1625 
Fletcher Ave., S. Pasadena, Cal. 
Mr. Temme is located in Seattle, 
Wash., with headquarters at 529 
Federal Ave., from which point 
he will call on hardware, tool 
and shop supply wholesalers in 
the Pacific northwest. He is well 
known in that territory, having 
lived in Seattle for many years. 
Ten years ago he went to South- 
ern California, which he left to 
return to Seattle. 





BOND ELECTRIC CORP. 
PERSONNEL CHANGES 


C. Bertram Plante, president, 
Bond Electric Corp., Jersey City, 
N. J., has announced that George 
L. Sexton has become vice-presi- 
dent in charge of sales of the 
company. F. Keyler is in charge 
of advertising and sales promo- 
tion; F. A. Soracy is treasure! 
and John Smith is comptroller 
and credit manager. 





Cc. E. MILLER, JR., NOW 
SELLS FOR DEVLIN CO. 


Charles E. Miller, Jr., former- 
ly a member of the Philadelphia. 
Pa., office staff of Thomas Devlin 
Mfg. Co., Burlington, N. J., man- 
ufacturers of fittings and Fretz 
nipples, has been made a mem- 
ber of the sales organization of 
the company. He will assist W. 
G. Simms in covering the Phila- 
delphia territory. 
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If you catered only to readers of Tuk AMERICAN WEEKLY, 
you’d do twice as much business as you could possibly do 
by catering to the readers of any one other magazine. This 
is because THE AMERICAN WEEKLY has twice as much 
Cal. circulation, reaches twice as many people, makes twice as 
aie many customers for products advertised on its pages. 
. 529 That’s why you get faster turnover, bigger profits from 
featuring merchandise advertised in this Mighty Magazine. 
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@ The American Weekly is the largest magazine in the world. It is distributed 
- through 17 great Hearst Sunday Newspapers. In 529 of America’s 995 towns and 
Ss cities of 10,000 population and over, The American Weekly concentrates 68% of its 


dent, circulation. ren a 
City. In each of 93 cities, it reaches one out of every two families 


eorge In 110 more cities, 40 to 50% of the families 
presi- In an additional 157 cities, 30 to 40% 
.o In another 169 cities, 20 to 30% 


large 
ntl ... and, in addition, more than 1,680,000 families in thousands of other commu- 


roller nities, large and small, regularly buy and read The American Weekly. 
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WILLARD D. ACKLEY 


Willard D. Ackley, Utica, N. | Mrs. Buckley 
Y., president and general man- | 


ager of the Union Fork & Hoe 


24 at the age of 64 at his home 
in Utica, following an illness of 





WILLARD D. ACKLEY 


three weeks. As a young man 
he entered the employ of a 
furniture manufacturer in Earl- 
ville, N. Y. In 1900 he moved 
to Frankfort, where he entered 
the employ of the Continental 
Tool Co. When the company 
was acquired in 1907 by the 
Union Fork & Hoe Co. he be- 
came superintendent of the Fin 
ishing Room. In 1920 he was 
made general manager and vice- 


president. He was elected presi- 
dent and general manager in 
1930. 


Mr. Ackley was active in fra- 
ternal organizations. Mrs. Ack- 
ley and a sister survive. 


JOSEPH PLATZ 


Joseph Platz, 57, J. & C. 
Platz, Inc., Brooklyn, N. Y., 
hardware dealers, died Dec. 27 
as he was preparing to leave his 
home in Forest Hills, N. Y., 
for the store. Mr. Platz had 
been ill for a week and had re- 
turned to business for the first 
time the day before his death. 
He is survived by his brother, 
Conrad, with whom he had been 
in business for the past 30 years, 


Mrs. Platz and children. Two 
nephews, Anthony and Otto 
Herrmann, Jr., of Otto Herr- 
mann, Inc., Brooklyn, N. Y.. | 


hardware dealers, also survive. 
Mr. Platz was, at the time of 
his death, vice-president of the 


Brooklyn Hardware Association, | 


in which he had long been ac- 
tive. 
WILLIAM H. BUCKLEY 
William H. Buckley, 75, 
Spring Lake, Mich., hardware 
dealer, died recently at his home 
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OBITUARY 


He is survived by 
and his 
Lloyd, a partner in the business, 


in that town. 


| and G. H. Buckley. 
Co., Frankfort, N. Y., died Dec. | 


| 
| 
| 
| 


H. V. BOMAR 
H. V. Bomar, _ president, 


Bomar-Summers Hardware Co. 
and the Bomar Mfg. Co., both 


of Louisville, Ky., died recently | 


at the age of 57. He had been 
ill since 1930 when he was in- 


| jured in an automobile accident 


| in Indiana. 


Prior to entering 
the retail hardware business and 
the metal products manufactur- 


| ing field he was circulation man- 
| ager for the Courier-Journal and 


the Louisville Times. He was 
president of the Goodwill In- 
dustries four years and one of 
the first members of the Louis- 
ville Rotary Club. 
Mrs. Bomar, two 
daughter, two brothers 
three sisters survive. 


sons, a 


JOHN S. MERRY 


John S. Merry, 51, for the past 
ten years traveling in the Pan- 
handle of Texas and in eastern 
New Mexico for Morrow-Thomas 
Hardware Co., Amarillo, Tex., 
wholesale distributors, died re- 
cently in Clovis, N. M. Prior to 


| his affiliation with the Morrow- 


| 
| 


| brothers. 





| in the same capacity. 


Thomas company he was with 
Shapleigh Hardware Co., St. 
Louis, Mo., wholesalers, and the 
wholesale house of A. J. Harwi 
Hardware Co., Atchison, Kan., 
Mr. Merry, 
who died following an operation, 
is survived by his father and two 
His brother, Max W., 
of Amarillo is buyer for Morrow- 
Thomas Hardware Co. 


WILLIAM E. ERSKINE 
William E. Erskine. 28, eldest 


son of B. G. Erskine, president | 
Hygrade Sylvania Corp., Salem, | 


Mass., and Emporium, Pa., died 
recently of a heart attack. Fol- 


lowing completion of his high | 
entered the | 


school course he 
Nilco plant at St. Marys, Pa., 
later joining the Kenrad Co. at 
Owensboro, Ky. In 1930 he re- 
turned to the former, Sylvania 
Products Co., as assistant to the 
president. His wife and one 
son survive. 


JEROME WEIL 


Jerome Weil, 46, member of 
the firm of Weil Bros., hardware 
dealers of 507 W. 125th St., New 
York City, died recently. He 
had been in the hardware busi- 
ness for 22 years, having found- 
ed the firm with his brother, 


sons, 


and | 








| Maurice B. Weil. 
brother he is survived by Mrs. 
| Weil and a son. 


S. F. MORGAN 


S. F. Morgan, 55, manager, 


| Morgan Hardware Co., Anniston, 


| Ala., died recently following an 
| illness of several months. 


WALTER SPEAR 
Walter Spear, 68. Geneva, Neb., 
hardware dealer for 49 years, 
died recently. 


| 


R. A. BAUTZ 
Robert A. Bautz, 67, paint 
and varnish manufacturer, died 
recently at his home in Chicago, 
Ill... following a short illness. 





| 

emai 
H. T. HERR 

Herbert Thacker Herr, 57, vice- 

president, Westinghouse Electric 


| & Mfg. Co., Pittsburgh, Pa., died 


| recently in Philadelphia, Pa., fol- 


| ia 

| CLAUDE W. HEYDON 
Claude W. Heydon, 61, for 43 

years a hardware dealer in Chat- 

field. Minn. 


lowing an illness of five months. | 


JOSEPH MIERZWIAK 
Toledo, 


Joseph Mierzwiak, 
Ohio, hardware 


past 28 years, died recently. 











| LOBRED ON LOUISVILLE 
| CODE AUTHORITY 

| Ralph W. Lobred is a mem- 
| ber of the Louisville retail code 
| authority representing the hard- 
wate trade. Offices of the au- 
thority have been established in 


Bureau, 777 Starks Bldg.. Louis- 
ville. Ky. 


GATES SURPLUS STOCK 
DAMAGED BY FIRE 

Fire recently damaged a small 
surplus stock storeroom of the 
Gates Hardware Co., Tulsa, 
Okla.. wholesale distributors. 
Merchandise damaged was cov- 
ered by insurance. The fire did 
not interfere with operations of 
the company. 


H. H. KUHN WAS ACTIVE 
IN BANK’S REOPENING 


Heskett H. Kuhn, general 
manager, Hardware & Supply 
Co., Akron, Ohio, was chairman 
of the reopening committee for 
the First-Central 
that city. 





Besides his 


the offices of the Better Business | 


Trust Co. of 


| 
| 
| 


B. J. JARRETT HEADS 
ARIZONA HDW. CLUB 


B. J. Jarrett, B. J. Jarrrett 
Hardware Co., Phoenix, Ariz., 
wholesale and retail firm, was 
elected president of the Arizona 


| Retail Hardware Club, recently 





| 


| 
| 
| 
| 
| 


| 
| 
| 
| 





| formed at a meeting held in that 


city. J. V.  Guilfoyle, Los 
Angeles, Calif., secretary-treas- 


urer, Southern California Retail 
Hardware Association, attended 
the organization meeting. Plans 


| were made at the meeting for 
| joining the Southern California 


Retail Hardware Association, 
which will discuss, at its first 
meeting in 1934, changing its 
designation to the Southern 
California and Arizona Retail 
Hardware Association. Members 
of the Arizona Retail Hardware 
Club agreed individually to join 
the Southern California associa- 
tion, 

The Arizona Club will have 
three divisions, northern, central 
and southern, to operate local 
groups. P. Elms, Flagstaff, Ariz., 
is vice-president for the north- 
ern district, while W. de H. 
Washington, Douglas, Ariz., is 
vice-president for the southern 
district. Mr. Jarrett will have 
direct supervision of activities of 
the club in the central division. 


J. SIMON IS PRESIDENT, 
EASTBAY ASSOCIATION 


J. Simon, Downtown Oakland. 


Dele tee tee | Calif., was elected president of 


the Eastbay Hardware Dealers 
Association at a meeting held 
in Oakland, Calif. The associa- 
tion was formed to cooperate 


| with the NRA, and covers Ala- 


meda and Contra Costa Counties. 
James Pearson is vice-president, 
while A. L. Shields, Emeryville. 
is treasurer. 


A. C. AND G. H. FINLEY 
LEAVE H. D. TAYLOR CO. 


Albert C. Finley and George 
H. Finley have resigned from 
H. D. Taylor Co., Buffalo, N. Y.., 
wholesale hardware distributors 
to devote their time to manu- 
facturing. They will be identi- 
fied with the Mechanical De- 
vices Co. of America, founded by 
Albert C. Finley in 1929 to pro- 
duce automobile body hardware. 


SLOSS BROTHERS JOIN 
SLOSS & BRITTAIN 


Joseph, Jr., and Henry E. 
Sloss, twin sons of Joseph Sloss. 
have joined the wholesale hard- 
ware firm of Sloss & Brittain, 
San Francisco, Calif. The broth- 
ers are now engaged in learning 
all phases of the business. 


HARDWARE AGE 














re 


HE 
ha 


sel 
. 


tru 
sto 


wa 
Ju: 
ma 
sto 
ab: 
ko 


bu 





rrett 
riz., 
was 
‘ona 
ntly 
that 
Los 
eas- 
tail 
ded 
lans 
for 
‘nia 
ion, 
irst 
its 
ern 
tail 
ers 
are 
oin 
ia- 


ave 
ral 
cal 


of 
ors 


1d 


ite 
la- 
eS. 
at, 
le. 


























Gidea wowiina™ 


JUST LIKE A GAS STOVE 


1934 KITCHENKOOK 


revolutionizes gasoline stove sales 


Here's the greatest thing that ever 

happened to gasoline pressure stoves 
. and it happened to the fastest- 

selling stove — KITCHENKOOK. 

The 1934 Kitchenkook is the first 
truly automatic easoline pressure 
stove. Light it—that’s all. No 
second operation required! No 
waiting for generator to heat up! 
Just turn it on and apply your 
match — as you would a city-gas 
stove. Absolutely automatic — and 
absolutely SAFE! The Kitchen- 
kook simply can’t flood. Should 
burner be turned on without light- 









ing, or a breeze blow out the flame, 
nothing can happen. The auto- 
matic air-pressure release will al- 
ways prevent more than a very small 
quantity of fuel from creeping into 
the manifold; and when next time 
the stove is lighted this will burn 
up harmlessly. 
Kitchenkook produces a hotter flame than 
a city-gas stove; is just as clean, safe and 
simple in operation—and much more 
economical. (Monthly fuel cost per aver- 
age family is about $1.50.) 

It has automatic carburetor control; no 
timing or guesswork; starts a perfect flame 
whether burner is hot, warm or cold. 


KITCHENKOOK 


KAMPKOOK READYKOOK JIFFYKOOK 


JANUARY 4, 1934 


LAMPS LANTERNS OIJL-BURNING HEATERS 


HIGHEST 


RATING 


UNDERWRITERS’ 








Its patented. heavy-duty. detachable Sta- 
Klean generator is five times as resistant 
to carbon deposits as ordinary types. 

Its Everdur rust-proof fuel reservoir is 
guaranteed for the life of the stove. 

Add to all these superb mechanical 
features the ravishing design and _ finish 
of the new Kitechenkook models; their 
unparalleled convenience: their match- 
less cooking and baking efficiency—and 
you have the cooking appliance of the 
century! 

Send for the complete story 
about prices, discounts, sales-mak- 
ing ideas and aids for making a 
whirlwind go with Kitchenkooks 
during the most prosperous busi- 
ness era in five years. American 
Gas Machine Company, Inc., Albert 
Lea, Minn. Branches: 360 Furman 
St., Brooklyn, N. Y.; 4242 Hollis 
St., Oakland, California. 
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P. C. FRAYSER JOINS 
MARTIN-SENOUR CO. 


P. C. Frayser has joined the 
Martin-Senour Co., Chicago, IIl., 
paint manufacturers, as manager 
of sales development. Mr. Frayser 
is well known to the paint in- 
dustry, being a past president of 
the former National Paint, Oil 
& Varnish Association. He was 
formerly vice-president and gen- 
eral manager of the Mound City 
Paint & Color Co., St. Louis, Mo., 
a Simmons Hardware Co. sub- 
sidiary. 





P. C. FRAYSER 


INDEPENDENT STOVE 
CHANGES ITS NAME 


A complete financial reorgan- 
ization and change in name were 
recently voted by the stockhold- 
ers of The Independent Stove 
Co., Owosso, Mich. The busi- 
ness will operate hereafter as 
the Renown Stove Co., accord- 
ing to an announcement by J. 
Edwin Ellis, president of the 
company. By use of the name 
Renown Stove Co. the company 
more closely identifies _ itself 
with its trade name “Renown.” 


A. J. SMITH 50 YEARS 
IN HARDWARE BUSINESS 


Adam J. Smith, senior member 
of the firm of The Smith Hard- 
ware Co., Sandusky, Ohio, has 
been in the hardware business 
for 50 years. He first worked 
for Barney & Ferris, later oper- 
ated by P. T. Van Alstyne, who 
sold the business to the Dona- 
hue Hardware Co. Mr. Smith 
served the Donahue business for 
twenty-seven years, entering a 
partnership with his brother, 
Freeland W. Smith, in 1910. F. 
W. Smith first entered the hard- 
ware business in 1899 as an em- 
ployee of the Donahue Hardware 
Co. 
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HARDWARE BRIEFS 


George Oates has purchased 
Robert Park’s interest in the 
firm of Park & Oates, New Paltz, 
nN. ¥. 


The M. D. Salyard hardware 
store in Pitcairn, Pa., was re- 
cently damaged by fire. 





Danielson Bros. hardware 
store, DeKalb, Ill., was recently 


damaged by fire. 





The T. A. Fritch Hardware 
Co,, Inc., Thomasville, Ga., for 
26 years in the same store, re- 


| cently moved into the building 


next door. The new quarters 
were remodeled, giving the firm 
three floors. T. A. Fritch has 
for partners his two sons, T. A., 


| Jr., and James T. Fritch. 








The Sunset Hardware Co., 
Berkeley, Calif., recently became 
the downtown Berkeley store of 
the Maxwell Hardware Co., es- 
tablished in 1886. The new 
branch was recently remodeled. 





The Alabama Hardware Co., 
Mobile, Ala., operated by E. M. 
Zivits and N. S. Brooks, has 
moved from 112-14 Government 
St. to the corner of Government 
and St. Emanuel Sts. 


Edward C. Wendt, who oper- 
ated a hardware store at Mon- 
mouth and Seventh Sts., New- 
port, Ky., for many years, has re- 
entered the hardware business at 
113 E. 7th St., Newport. 





Norwood Hardware, Norwood, 
Minn., recently held a formal 
opening. The owner R. A. 
Studer recently purchased the 
Tanke Hardware Store, adding 
stock and new fixtures. 


The Detroit Hardware Co., re- 
cently moved from E. Milwaukee 
Ave., Detroit, Mich., to 6430 
Woodward Ave. 





James Sheppard recently 
opened Sheppard’s Hardware at 
159 Mt. Auburn St., Watertown, 
Mass. 


Fire recently damaged the 
wholesale and retail hardware 
store of W. C. Fleck & Bro., Inc., 
Old York Rd., between Green- 
wood and West Aves., Jenkin- 
town, Pa. 





Builders’ Hardware & Supply 
Co., Portland, Ore., recently 
leased a storeroom at 417 South- 
west Oak St., having previously 
been located on Southwest 9th 
St. 





The Blanton Furniture & Hard- 
ware Store, Columbus, N. C., has 
been consolidated with the gro- 
cery store and market operated 
in Columbus by Robert Owens. 





George Hurdle, Winnsboro, 
Tex., hardware dealer, will sell 
his business and retire. 





H. M. Kilgore has purchased 
the former Oak Park Hardware 
Co., 50th and E. Broadway, 
Tampa, Fla., and will conduct 
the business as the Kilgore 
Hardware Co. 





W. C. White, manager, Shin- 
ault-White Hardware Co., Som- 
erville, Tenn., recently sold his 
interest in the company to his 
partner, W. S. Shinault. Clifton 
Bryson will manage the store. 





The Miami County Hardware 
Co., Piqua, Ohio, has opened 
business in the location of the 
former I. N. Woodcox & Son 
hardware store at 331 N. Main 
St., Piqua, Ohio. Joe Butz, for 
15 years with the former Wood- 
cox store, is manager of the 
store. 





The T. A. Futch Hardware 
Co., Thomasville, Ga., formally 
opened its new store next door 
to its former location. 





Hamilton Hardware, Lead, 
S. D., has moved to new quarters 
near the post office. 


R. L. Hammond is now secre- 
tary-treasurer of A. N. Nelson, 
Inc., Brooklyn, N. Y., having suc- 
ceeded the late A. N. Nelson. 
Joseph W. Eigo, formerly a mem- 
ber of the sales organization of 
Clemson Bros., Inc., Middletown, 
N. Y., hack saw blade manufac- 
turers, has joined the Nelson 
sales force. 





Westerdahl Hardware, Slayton, 
Minn., is being closed out. 





Dee Baker has purchased from 
Cal Jordan, Celina, Ohio, the 
Jordan Hardware store in that 
town. Mr. Baker will operate the 
business as Baker’s Hardware. 





| 


| 








MANY CONVENTIONS 
WILL HEAR GALLAHER 
E. B. Gallaher, editor, “Clover 

Business Service,” and treasurer, 
Clover Mfg. Co., Norwalk, Conn., 
makers of abrasive products, has 
a very full speaking schedule for 





E. B. GALLAHER 


the coming convention season. He 
has thus far accepted invitations 
to address the following retail 
hardware meetings: 

Western Retail Implement and 
Hardware Association Conven- 
tion, Kansas City, Mo., Jan. 
16-18, 1934. 

Texas Hardware and Imple- 
ment Association Convention, 
Dallas, Tex., Jan. 23-25, 1934. 

Marshall Wells & Co., Sales 
Convention, Duluth, Minn., Jan. 
29-30, 1934. 

Oklahoma Hardware and Im- 
plement Association Convention, 
Oklahoma City, Okla., Feb. 1, 
1934. 

Panhandle Hardware and Im- 
plement Association, Amarillo, 
Tex., Feb. 5, 1934. 

Illinois Retail Hardware Asso- 
ciation Convention, Springfield, 
Ill., Feb. 7, 1934. 

Iowa Retail Hardware Associa- 
tion Convention, Des Moines, 
lowa, Feb. 13-16, 1934. 

Ohio Hardware Association 
Convention, Columbus, Ohio, 
Feb. 20-23, 1934. 


THOMAS DEVLIN CO. 
HAS SALES MEETING 


The annual sales meeting of 
the Thomas Devlin Mfg. Co., 
Burlington, N. J., makers of Dev- 
lin fittings and Fretz nipples, 
was held Dec. 28 and 29. The 
first day’s session was held at 
the Penn Athletic Club, Phila- 
delphia, Pa., where a general 
discussion on sales and merchan- 
dising problems was taken up. 
The second day was given over 
to a tour of the plant at Bur- 
lington, where the salesmen made 
an intensive study of manufac- 
turing problems. 
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Our ‘‘Destruction Tests’”’ Prove 


WASHING LIFE OF CLOTHES TRIPLED 


-0- Washing time reduced one-third 


“t. EASY Spira 














EASY Washer announces 


the Spiralator 
A Protected Profit Opportunity 


What the dealer has needed in the under- 
water impeller field is what Easy dealers 
have had right along in their stable, profit- 
able vacuum-cup business. The dealer has 
needed a washer whose obviously superior 
performance would quickly win both an 
eager acceptance and a profitable price from 
the consumer . . . a washer which at the 
same time would surely brand as misrepre- 
sentation the claims of others that theirs 
was just as good! : 


Five years ago when Easy entered the 
popular under-water impeller field, the need 
was recognized for such a protected profit 
opportunity. Intensive research in our own 
laboratory in this direction has now come to 
a brilliant conclusion . . . the new Easy 
SPIRALATOR! Here at last is a washing prin- 
ciple better in 31 ways, each point of differ- 
ence being covered by a separate allowed 
claim in Patent No. 1,923,580. The SPrRAL- 
ATOR is not only different in appearance, 
but obviously different in results. These 
worthwhile results are so startling as to be 
completely revolutionary, and yet so obvi- 
ous that any home-maker can discern them 
in a five-minute demonstration. 


The dealer has a new volume opportunity 

. . With profit protection . . . in this new, 
exclusive, patented washing action. The 
price will be higher than that of ordinary 
under-water impellers, but still low enough 
for the consumer eagerly to pay the differ- 
ence for the extra functions secured . . . the 
margin will be sufficient for advertising, 
canvassing, demonstrations and creative 
sales programs. The Easy factory organiza- 
tion will help in the creation and conduct of 
this profitable selling program. 
































ato a 


Trade Mark Reg. U. S. Pat. Off. 


5 Years’ Laboratory Research 
Developed this Amazing Invention 


6 Months’ Gruelling Tests 
Proved the Sensational Improvements 


WHAT THE SPIRALATOR IS A new, exclusive patented washing 


action... an entirely new washing principle . . . better in 31 ways than 
ordinary types of under-water impeller machines. Clothes and water 
move constantly in one course, with each piece of clothing flexing con- 
stantly as it moves with a speed two to three times greater than in 
ordinary types. The Spiralator washes all the load, all the time! 


WHAT THE SPIRALATOR DOES FOR THE USER 


1. Gives fabrics three times the washing life. 
2. Thoroughly cleanses 50% more pounds per hour. 
3. Complete cleansing through constant rapid action. 
4. Greater quietness and freedom from vibration. 
5. No tangling! No care needed in loading. 
6. Saves soap, hot water. Lengthens life of washer. 
The reputation of this sound and conservative institution is behind these claims. 


WHAT THE SPIRALATOR DOES FOR YOU, MR. DEALER 


Here’s the first and only protected profit opportunity, in the under-water 
impeller field! Demonstrate the Spiralator . . . show its amazing extra 
advantages... create the desire for its extraordinary performance. For 
here’s the important thing about the SPIRALATOR . . . no one down the 
street will have anything that can even be remotely claimed as imitat- 
ing the Spiralator’s performance. You will get the sale, for your cus- 
tomer will at once recognize as false the ‘‘just as good” claims made 
for cheaper washers! And there’s a real profit wrapped in every sale! 


WHAT T0 DO ABOUT IT By all means, see the Spiralator at once 


and witness for yourself the proof of these amazing claims. If you are 
not already a regular Easy Dealer, get in touch with our nearest repre- 
sentative for a demonstration. Or write directly to L. R. Boulware, 
General Sales Manager, 


EASY WASHING MACHINE CORPORATION, Dept. 1101, SYRACUSE, NEW YORK 
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CWA Reports Acute Tools and Supplies Shortages 


By L. W. MOFFETT 


Washington Representative of HARDWARE AGE. 


CUTE shortage of construction 
tools and supplies still is 
being experienced by the Civil 

Works Administration. 

While denials have come from the 
retail hardware trade in certain sec- 
tions that ample stocks are on hand, 
it has been pointed out by the CWA 
that the shortage prevails in scattered 
areas. These areas are not confined 
to rural as against urban areas, but 
are scattered. 

The best evidence that there is a 
shortage is proven by reaction from 
a circular letter sent out by the CWA 
headquarters here to state directors 
telling them there were supplies at 
the some 20 or 25 army depots, situ- 
ated primarily along the seaboard, 
and that they might be obtained 
quickly. This was done, but the sup- 





E. GIVEN, Bemidji, Minn.. 
N. R. H. A. vice-president, 
@ wires that shortages do not 
exist in his territory nor have retail- 
ers there obtained any of the business 
incident to the Government’s public 
works programs. His comments re- 
fer specifically to CCC, as did the 
HARDWARE AGE news release which 
prompted the wire. Mr. Moffett’s ar- 
ticle on this page is based on CWA 
reports of shortages which are also 
denied, here and there, by both whole- 
salers and retailers. The CWA re- 
port states that previous public works 
(of which CCC was the largest user 
of hardware and tools) have ex- 
hausted the supply in many sections. 
This does not state, nor did the previ- 
ous HARDWARE AGE news release, that 
shortages were observed in all areas. 
Readers having substantial stocks 
(not small quantities) of picks, 
shovels, wheelbarrows, axes, hatchets, 
hammers, sledge hammers, etc., are 
advised to communicate with Jacob 
Baker, Assistant Administrator, Civil 
Works Administration, 1734 New 
York Ave., N. W., Washington, D. C., 
advising him quantities and items 
you have on hand. 
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: 


plies were inadequate and_soon be- 
came depleted. 

So severe did the shortage become 
that the CWA appealed to an asso- 
ciation in the industry to cooperate 
in an effort to provide the tools as 
hastily as possible. This brought 
some results, but has not overcome 
the situation. 

It was stated that in the Chicago 
area alone there was a need for 25,- 
000 shovels. Wheelbarrows likewise 
are in pressing need and it is under- 
stood that one Pennsylvania maker 
of wheelbarrows is running three 
shifts in an effort to fill orders. 

Vigorous denial is made by CWA 
officials that there is any sort of dis- 
crimination in the purchasing policy. 
This is left entirely with the state di- 
rectors and they have bought from 


sources where the supplies may be 
the cheapest whenever that is possible. 
provided the supplies might be se- 
cured expeditiously. For this reason 
much buying has been from both man- 
ufacturers and wholesalers. At the 
same time the retailer has distinctly 
fitted into the picture, particularly in 
small towns, and when the projects 
could not wait for supplies from 
volume suppliers. This has also been 
the policy under similar conditions 
around counties. Money is provided 
by CWA headquarters to the state di- 
rectors to handle both payrolls and 
the purchase of supplies. The out- 
standing requirement is that men be 
placed at work as quickly as possible 
so that the source of purchases be- 
comes secondary. Where purchases 


(Continued on page page 67) 
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THEY ARZ THE FIRST TO LITERALLY BREAK COD= AGREEMENTS BY 
PASSING UP THE RETAILER AND GOING TO THE WHOLESALER STOP= 


THE QUICKEST, SUREST AND SAFEST WAY TO SEND MONEY IS BY TELEGRAPH OR CABLE 


7 | 33066 3 M3 17 


MINUTES IN TRANSIT 


NYK= 

COPY FROM MINNEAPOLIS JOURNAL DEC ELEVENTH STOP FEW 

HARDWARE WHOLESALERS HAVE BEEN ABLE TO KEEP UP WITH THE 
URGENT CALLS FROM DEALERS FOR SHOVELS ETC CAUSED BY CCC 

STOP WHY 1S SUCH UNTRUTHFUL PROPAGANDA GOING OVER THE 
COUNTRY THS HEADQUARTERS OF THE CHIPPEWA DIVISION OF 
MINNESCTA 1S LOCATED AT CASSLAKE JUST 18 MILZS FROM US AND 

| CANNOT FIND THAT ANY OF THE RETAILERS HAVE HAD ANY CALLS 
FOR SHOVELS PICKS £TC FROM THE OFFICERS OF THE CCC STOP ONLY 
INFORMATION WE CAN GET JIS THAT THEY WILL HAVE TO SEND THE 


IN SO THEY CAN GET WHOLESALE PRICE STOP SONZ PICK UP ORDERS 
OF MISCELLANEOUS GOODS ARE RECEIVED BUT THE RANK AND FILE 1S 
WHOLESALE STOP WHAT PLACE HAS THE GOVERNMENT FOR THE 
INDEPENDENT RETAILER ANYWAY WE HAVE DONE EVERYTHING TO LIV? 
UP TO THE CODE GOING TO ADDED EXPENSE TO COMPLY AND THEN 
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Get a tighter Gigiy 


on the STEEL W@J@]E 


Business ! 
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Layer. uit 
o STEEL WOOL PADS. 


HOW one of these pads to any steel wool user and watch him 

grab it. It’s big and cushiony. Fits the hand. But, most impres- 
sive of all its features — this modern steel wool pad is layer-built. 
Tell that to any painter, wood finisher or mechanic and you imme- 
diately grip his interest! Layer after layer of live, springy steel wool 
— long, strong strands that do not crumble or break easily. Saves 
time — stops waste — for all steel wool users. Seven grades — all 
dependably uniform. Write today for free sample pad, 
prices and full information on our big, new merchan- 









dising plan. Pn 
THE WILLIAMS COMPANY i 
Dept. H-1, London, Ohio 


We appreciate it when 
you specify Sun Ray Steel Wool 






16 Pads to the Package 
7 grades, from very coarse to 
extremely fine. 
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CONVENTION CALENDAR 


Week of Jan. 8, 1934 
NationaL House Furnisninc Manufacturers’ Association 
Seventh Annual Show, Stevens Hotel, Chicago, IIl., Jan. 8 
to 13 inclusive, 1934. Warren Edwards, secretary, 228 N. 
La Salle St., Chicago, III. 


Week of Jan. 14, 1934 


Mountain States Hardware and Implement Association An- 
nual Convention, Cosmopolitan Hotel, Denver, Colo., Jan. 
15 to 17 inclusive, 1934. John T. Bartlett, secretary, 2005 
Mapleton Ave., Boulder, Colo. 


Western Retail Implement and Hardware Association Forty- 
fifth Annual Convention and Hardware Show, Kansas City, 
Mo., Jan. 16 to 18 inclusive, 1934. Headquarters: Hotel 
Baltimore. Business sessions: Ararat Temple. Hardware 
show: Convention Hall. H. J. Hodge, sec., Abilene, Kan. 


West Vircinta Hardware Association Annual Convention, 
Waldo Hotel, Clarksburg, W. Va., Jan. 16 and 17, 1934. 
H. B. Clower, secretary, Box 127, Oak Hill, W. Va. 


Week of Jan. 21, 1934 

Texas Hardware and Implement Association Thirty-sixth An- 
nual Convention and Exhibit, Baker Hotel, Dallas, Tex., 
Jan. 23 to 25 inclusive, 1934. Dan Scoates, secretary, Col- 
lege Station, Tex. 

Minnesota Retail Hardware Association Thirty-eighth Annual 
Convention and Exhibit, Municipal Auditorium, Minne- 
apolis, Minn., Jan. 23 to 26 inclusive, 1934. C. J. Chris- 
topher, manager, Nicollett at 24th Sts., Minneapolis, Minn. 


Kentucky Hardware and Implement Association Annual Con- 
vention and Exhibit. Seelbach Hotel, Louisville, Ky., Jan. 
23 to 25 inclusive, 1934. J. M. Stone, secretary, Room 9, 
Seelbach Hotel, Louisville, Ky. 


IpAHo Retail Hardware and Implement Dealers’ Association 
Annual Convention, Bannock Hotel, Pocatello, Idaho, Jan. 
23 and 24, 1934. E. E. Lucas, secretary, N. 1811 Atlantic 
St., Spokane, Wash. 


Week of Jan. 28, 1934 


Soutu Dakota Retail Hardware Association Twenty-ninth 
Annual Convention and Exhibit and joint meeting with 
State Implement Assn., Coliseum, Sioux Falls, S. D., Jan. 
30 to Feb. 1 inclusive, 1934. C. J. Christopher, manager, 
Nicollett at 24th Sts., Minneapolis, Minn. 

OxtaHomMa Hardware and Implement Association Thirty-first 
Annual Convention and Exhibit, Masonic Shrine, Temple, 
Oklahoma City, Okla., Jan. 30 to Feb. 1 inclusive, 1934. 
C. F. Nelson, sec., 301 Key Bldg., Oklahoma City, Okla. 

INDIANA Retail Hardware Association Annual Convention and 
Exhibit, Lincoln Hotel, Indianapolis, Ind., Jan. 30 to Feb. 
2 inclusive, 1934. G. F. Sheely, managing director, 915 
Meyer-Kiser Bank Bldg., Indianapolis, Ind. 

NATIONAL Sporting Goods Distributors’ Association Annual 
Convention and Exhibit, Hotel Sherman, Chicago, IIl., Jan. 
29 to 31 inclusive, 1934. John Hatton, secretary, Kansas 
City Athletic Club, Kansas City, Mo. 

Paciric NortHwest Hardware and Implement Association An- 
nual Convention, Davenport Hotel, Spokane, Wash., Jan. 
30 and 31, 1934. E. E. Lucas, secretary, N. 1811 Atlantic 
St., Spokane, Wash. 


Week of Feb. 4, 1934 


PANHANDLE Hardware and Implement Association Annual 
Convention, Amarillo, Texas, Feb. 5 to 7 inclusive, 1934. 
C. L. Thompson, secretary, Canyon, Texas. 

NesrasKA Retail Hardware Association Thirty-third Annual 
Convention and Exhibit, Fontennelle Hotel, Omaha, Neb., 
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Feb. 6 to 8 inclusive, 1934. George H. Dietz, secretary, 414 
Little Bldg., Lincoln, Neb. 

Intrnots Retail Hardware Association Thirty-seventh Annual 
Convention and Exhibit, State Arsenal, Springfield, IIl., Feb. 
5 to 8 inclusive, 1934. Paul Mulliken, managing director, 
1141 Merchandise Mart, Chicago, III. 

Wisconsin Retail Hardware Association Thirty-eighth Annual 
Convention and Exhibit, Auditorium, Milwaukee, Wis., Feb. 
6 to 9 inclusive. George W. Kornely, exhibit manager, 3374 
N. Green Bay Ave., Milwaukee, Wis. H. A. Lewis, acting 
secretary, Stevens Point, Wis. 

Nortu Dakota Retail Hardware Association Annual Conven- 
tion and Exhibit, Feb. 6 to 8 inclusive, 1934. Leland- 
Parker Hotel, Minot, N. D., Exhibit: Parker Auditorium. 
Louise J. Thompson, secretary, Grand Forks, N. D. 

OreEGON Retail Hardware and Implement Dealers’ Association 
Annual Convention, Multnomah Hotel, Portland, Ore., Feb. 
6 and 7, 1934. E. E. Lucas, secretary, N. 1811 Atlantic St., 
Spokane, Wash. 


Week of Feb. 11, 1934 

Micuican Retail Hardware Association Annual Convention 
and Exhibit, Statler Hotel, Detroit, Mich., Feb. 13 to 16 
inclusive, 1934. Harold W. Bervig, secretary, 1112 Capital 
Bank Tower, Lansing, Mich. 

Iowa Retail Hardware Association Thirty-sixth Annual Con- 
vention and Exhibit. Sessions: Hotel Savery. Exhibit: 
Coliseum, Des Moines, Iowa, Feb. 13 to 16 inclusive, 1934. 
Philip R. Jacobson, secretary, Mason City, Iowa. 

CautrorniA Retail Hardware and Implement Association 
Thirty-third Annual Convention and Exhibit, Hotel Whit- 
comb. San Francisco, Cal., Feb. 13 to 15 inclusive, 1934. 
LeRoy Smith, manager, 417 Market St., San Francisco, Cal. 

New York State Retail Hardware Association Thirty-eighth 
Annual Convention and Exhibit, Hotel Syracuse, Syracuse, 
N. Y., Feb. 13 to 16 inclusive, 1934. John B. Foley, secre- 
tary-manager, 510 Hills Bldg., Syracuse, N. Y. 


Week of Feb. 18, 1934 

SouTHERN Ca.irorniA Retail Hardware Association Conven- 
tion and Exhibit, Shrine Civic Auditorium, Los Angeles, Cal., 
Feb. 19 to 21 inclusive, 1934. J. V. Guilfoyle, secretary, 230 
Chamber of Commerce Bldg., Los Angeles, Cal. 

Onto Hardware Association Fortieth Annual Convention and 
Exhibit. Sessions: Deshler-Wallick Hotel. Exhibit: Mem- 
orial Hall, Columbus, Ohio, Feb. 20 to 23 inclusive, 1934. 
John B. Conklin, secretary, 175 S. High St., Columbus, Ohio. 

Missour! Retail Hardware Association Convention and Exhibit, 
Hotel Jefferson, St. Louis, Mo., Feb. 20 to 22 inclusive, 1934. 
F. X. Becherer, secretary, 5106 N. Broadway, St. Louis, Mo. 

VircintA Retail Hardware Association Annual Convention, 
John Marshall Hotel, Richmond, Va., Feb. 20 and 21, 1934. 
Thos. B. Howell, sec., 602 E. Broad St., Richmond, Va. 


Connecticut Hardware Association Annual Convention, 
Hotel Elton, Waterbury, Conn., Feb. 21 and 22, 1934. 
Charles F. Freeman, secretary, Branford, Conn. 


Week of Feb. 25, 1934 
PENNSYLVANIA AND ATLANTIC SEABOARD Hardware Associa- 
tion Convention and Exhibit, Wm. Penn Hotel, Pittsburgh, 
Pa., Feb. 27 to March 2 inclusive, 1934. W. Glenn Pearce, 
managing director, Wesley Bldg., Philadelphia, Pa. 


Week of March 4, 1934 
American Oil Burner Association Eleventh National Oil Burner 
Show, Commercial Museum, Philadelphia, Pa., March 5 to 9 
inclusive, 1934. Harry F. Tapp, executive secretary, 342 
Madison Ave., New York, N. Y. 
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TIME-PROVED 


FIRST VALUE—AT 


POPULAR PRICES 





Sell Quality 









SWAN Hose 
was the 1st All-Rubber 
Hose—It is Still the Best 


ERE is a product you can sell—guarantee—and be sure 
H that it will satisfy. Because we pioneered All-Rubber 

Garden Hose, we have an established record of superi- 
ority. Now, there can be no reason for selling unknown, 
unbranded hose, when SWAN proved quality costs no more. 
SWAN All-Rubber Hose—permanently identified by its 
manufacturer—has unusual tensile strength to withstand a 
high degree of confined pressure. It is light in weight, 
unusually flexible and non-kinking. To accomplish this we 
use—and always have used—the best live rubber, cured with 
a chemical preserving and ageing compound, which prevents 
deterioration over a long period of time. 
SWAN All-Rubber Hose is sold with an ABSOLUTE 
GUARANTEE. In recommending SWAN Hose you can be 
sure that it will meet every demand—and give the satisfaction 
and service expected of it. It is sold by independent mer- 
chants and distributed by leading hardware wholesalers. If 
your jobber cannot supply you, we will gladly put you in 
touch with one who can. 


THE SWAN RUBBER CO., BUCYRUS, OHIO 


Pacific Coast Representatives 


SPRAKE-WILCOX COMPANY, INC. 
American Bank Bldg. Postal Telegraph Bldg. 53 Fourth St. 
Los Angeles San Francisco Portland 


in 1934 


There is no Reason Now to Stock 
an Inferior, Cheaper Line 


—Sell SWAN HOSE for 


Guaranteed Value 


PERMANENT 
IDENTIFICATION 


To protect you and your customers, SWAN 
Hose is permanently labeled with our name 
and trademark, welded into the rubber of 
every section. It is manufactured in 5%” 
inside diametér, 1” outside diameter only, 
and is packed in cartons of 250 feet (10 coils 
of 25 feet or 5 coils of 50 feet) complete 
with couplings and with necessary washers 
attached. 





ALL-RUBBER HOSE 





A_ QUALITY HOSE—ABSOLUTELY 
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GUARANTEED 





PROFIT 


for you in 


KLEINS 


N YONE who appreciates 
good tools calls tor 
Kleins when he buys 

pliers. The Klein reputation 
will sell fine tools for you. 
Klein Pliers are made in a 
wide variety of styles to 
meet every need of the 
skilled workman. It will pay 
you to carry Kleins. Check 
up on your stock now and 
order from your jobber. 
Klein Pliers have been 
standard with public utili- 
ties and master workmen 
—**since 1857.”" 


Buy from Your Jobber 


cee OLE EN comics 


Chicago lll USA 
3200 BELMONT AVE., CHICAGO 
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Shooting Range Spurs Business 


(Continued from page 41) 


tween the dealer and his customers. 
Amid the pleasures of competitive 
shooting, they come to know each 
other more intimately. One month of 
association in such an atmosphere, 
devoid of business tension, may well 
bring them closer together than ten 
years of brief dealing in the store. 

“We do not solicit business on the 
range,” says Carl Fruehauf, proprie- 
tor, “but many a sale develops there. 
Range guests are not required to buy 
anything and we furnish all paper 
targets. Their only expense is in am- 
munition and, while they may bring 
their own if they desire, most of 
them prefer to buy their cartridges 
from us. We even furnish guns when 
desired and have several pistols and 
rifles of varying caliber available if 
called for. Over 90 per cent of the 
range patrons, however, will use their 
own by preference. Pistol and re- 
volver shooting is the principal 
sport.” 

While there is a convenient back 
store entrance which could be used. 
range patrons are made to come 
through by the front store entrance, 
passing through the entire refrig- 
eration department. This department 
is open for business nights and is 
consequently fully lighted with at 
least one salesman in charge. The 
basement customers are thus in- 
formally introduced to store mer- 
chandise and often they stop to chat 
with Ralph W. Rockwood, manager 
of the refrigeration department, or 
his salesmen enroute to the range. 
At such times their sales résistance is 
slight and they will look over things 
of interest in perfect freedom. In fact 
high pressure salesmanship is never 
indulged in at Fruehauf’s and friend- 
ly treatment is the basis of their mer- 


| chandising success. 


Systematic methods are employed 


| in the operation of the shooting 


range. Friday night has been set 
aside as open house night when any- 
one interested may come. Usually 
they are invited customers and friends 


| or parties brought by customers. If 





a prospective patron enters the store 
on such an occasion he will often be 
invited to take part in the sport be- 
low. He is ushered down to the range 
by the salesman and introduced to all 
present, finding a cordial reception 
there. That prospective customer will 


2 impressed by the friendliness of 
the store and, if there are no real 
obstacles to his purchase, he will 
prefer to buy the intended merchan- 
dise at Fruehauf’s. 

Besides open house night, Mr. 
Fruehauf arranges dates for special 
eroups and these are most satisfac- 
tory because the attendance is more 
limited and shooting opportunities 
are greater. He does not permit any 
one group to monopolize the range, 
however, and has no regular weekly 
schedules. On the contrary, he wants 
a larger number of desirable people 
to get acquainted and invitations are 
extended accordingly. The greater 
the number of close friendships estab- 
lished through basement recreational 
facilities, the greater the merchandis- 
ing benefits. 

Occasionally men ask for a night 
when their wives can also participate. 
Introducing women to the store has 
excellent merchandising benefits, for 
they are the big shoppers of today. 
And bringing them directly through 
the refrigeration department with 
ironers, washers, radios, vacuum 
cleaners, ranges and refrigerators on 
every side, has its possibilities. These 
women will naturally associate such 
merchandise with the store when 
needed and the friendly spirit of the 
institution will make them that much 
more desirous of placing their busi- 
ness here. 

One or more of the staff is always 
present in the range during the 
shoots, mingling freely with the 
guests. Carl Fruehauf is himself 
nearly always present. 

“The class of patrons,” he says, “is 
above the average, consisting to a 
large extent of professional and busi- 
ness men—people who have buying 
power. The guests, in fact, are care- 
fully chosen. We usually limit spe- 
cial groups to 10 in order to have 
ample room in the firing gallery. On 
open nights we have had up to 20 
and more, but crowded conditions are 
not recommended. Boys under 18 
are not allowed unless with parents. 
Two shoots a week is about the aver- 
age. : 

“The cost of operating our shoot- 
ing range consists of lights, paper 
targets and heat,” says Mr. Fruehauf. 
“We do not figure our own time be- 
cause it is recreation for us as well 
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as our, patrons. The targets cost 
14¢ each and in an average shoot 
about 75 will be used. Lighting will 
cost but a few cents. An evening’s 
profit on cartridges may run from 
$2.00 to $3.00, but the big benefit 
is in good will and the general store 
patronage which follows. Lead and 
copper can also be salvaged from the 
range and sold by the dealer. 

“The sale of ammunition is not 
restricted to the shooting range for 
a large percentage of the marksmen 
are sportsmen who come to the store 
to fulfill their hunting requirements. 
Our ammunition turnover has more 
than doubled over the past year and 
the sale of guns and sporting goods 
is up at least 30 per cent.” 

The shooting range offers a splen- 
did opportunity to advertise the 
brand of ammunition carried by the 
store and at Fruehauf’s large card- 
board easels supplied by the manu- 
facturer are set up on both sides of 
the range as well as in the firing gal- 
lery. Constant use of cartridges 
which produce good results in target 
shooting will convert many to their 
use in hunting and a large sale of 
shotgun shells of this make has re- 
sulted. Carl Fruehauf has a deep 
appreciation of the hunter’s needs 
and is conversant on the sport which 


he indulges in himself. He supple- 
ments the interest created in the 


shooting range by providing unusual 
window trims during the hunting 
season. This past fall he set up two 
extraordinary window trims depict- 
ing the atmosphere of field and cabin 
respectively. The cabin was most 
realistic with everything included 
even to cigar stubs on the floor, ashes 
spilling from the round oak stove, 
burned flap jacks on the table and 
old wool socks hanging up to dry, to 
say nothing of the guns, furs and 
other natural equipment. An inspec- 
tion of this window was bound to set 
the hunter’s heart to yearning and 
perhaps turn his mind to an imme- 
diate day in the wood or field. The 
sporting windows were given a three 
weeks play before Christmas season 
forced him to make a change. 

The four window displays are 
lighted until after 11 o’clock each 
night to draw the attention of range 
patrons as well as the passing traffic. 
Considerable trade in all lines of 
merchandise is attributed to the pull- 
ing power of front displays. 

Aside from the regular meets, the 
shooting range has a convenient use 
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as a trial ground. Sportsmen desir- 
ing to purchase a rifle or revolver 
and wishing to try it out, are ushered 
directly to the basement where their 
desires may be readily fulfilled. 
Such service has a potent effect upon 
prospects for firearms and they are 
reasonably sure to make such a store 
their regular supply house. The con- 
genial discussions of hunting experi- 
ences in the basement of the Fruehauf 
Hardware during regular meets is 
another factor in winning over the 
sporting fraternity. Thus the shoot- 
ing range fills a role of considerable 
importance. 

Since installing the range. Mr. 
Fruehauf has been agreeably sur- 
prised with the results. “In many 
cases,” he says, “I find that I didn’t 
really know the customer before even 
though he had made frequent pur- 
chases in the store. Almost any hard- 
ware store ordinarily supplies only a 
part of the needs of its clientele. If 
[ could sell them 75 per cent of their 
hardware purchases, I would be do- 
ing a big business. Through the close 
contacts of the shooting range I have 
discovered many of their require- 
ments and they, in turn, have become 
better acquainted with the store and 
its line of merchandise.” 

The friendship and appreciation of 
shooting range fans have caused them 
to go out of their way to buy at 
Fruehauf’s and, accerding to the pro- 
prietor, there has been less price 
resistance. New patrons, who got 
acquainted through the range, are 
now frequently seen in the store while 
old customers have increased their 
dealings. In fact there have been 
some outstanding results from the 
good fellowship meets in the base- 
ment. One converted client bought 
a $289 refrigerator, a rifle, a gas 
range and a radio since making his 
contact with the store through its 
shooting range. Another bought a 
$275 refrigerator. The benefits have 
spread to all departments of the store 
and many, impressed by the friend- 
liness at Fruehauf’s, have volunteered 
the names of prospects who were in 
the market for guns, refrigerators 
and other items. While no definite 
check could be made on the total 
resultant turnover, it is safe to say 
that business created through the 
goodwill contacts of the shooting 
range would run well into four 
figures while friendship has its last- 
ing effects. 
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“The Netting That Stands iy P 











ODERN POULTRY NETTING/ 





YOU Save --- 

You keep down your merchandise in- 
vestment, reduce selling costs, speed 
up turnover, increase profits, when you 
stock U.S. POULTRY FENCE exclu- 
sively. It alone fills every requirement 
and meets every demand of the buy- 
ing public. 


YOUR Customers Save --- 

At the same time you save your custom- 
ers money. For, this modern, straight- 
line netting actually costs less erected. 
It stretches to wood or steel posts 
without sagging....needs no wood 
top rail, no baseboard .... requires 
fewer posts....cuts quickly, easily 
and without waste. 


YOU Build Repeat Business -- 
The buyer saves the cost of unneces- 
sary material. He saves time, labor 
and expense. You create for yourself 
permanent, profitable, repeat business 
which price competition cannot take 
away. 

U.S. POULTRY FENCE is made in one- 


inch and two-inch mesh, galvanized be- 
fore oreafter weaving; heights 12 to 72 in. 


Ask your Jobber or write direct to 


Indiana Steel & Wire Co. 


Muneie, Indiana 


Manufacturers also of 
IMPERIAL 
Farm, Poultry and Lawn Fence... 
Flower Bed Border, Trellis, 
Gates, Steel Posts, Staples, 
Barbed and Twisted Barb- 
less Wire, Brace Wire. 
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ARMSTRONG 


Drop Forged Wrenches 


37 types 
All sizes 


The Line that needs 
J 
no “‘fill-ins” 
There are no ‘‘dead spots’’ in the ARM- 
STRONG Wrench Lines. If you sell ARM- 
STRONG WRENCHES you need no others 
to ‘fill-in.’ Made in 37 styles, in sizes 
from miniature wrenches that weigh less 
than an ounce to the big 2-man wrenches, 
there is an ARMSTRONG WRENCH for 
every job—the right wrench, the right 
size, the right set for every customer. 
When you sell ARMSTRONG Wrenches 
you can say with truth, ‘The finest 
wrenches made.’’ When you stock them, 
you can be confident that every day they 
will be in greater demand—in 40 years no 
one has ever been ‘‘stuck’’ on an ARM- 
STRONG Line. When you recommend 
ARMSTRONG WRENCHES you can know 
that they will stand up under all manner 
of abuse and give long service; will give 
complete satisfaction and make a_ repeat 
customer. 


Write for Catalog 
ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 

314 N. Francisco Ave., CHICAGO, U.S.A. 
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Changes 


New products and new 
trade names are constantly 
being added to the listings 
for the next Directory 
Number of HARDWARE 
AGE. 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It” Editor. He'll be 
glad to serve you. 


HARDWARE AGE 


239 West 39th St., New York City 
-) 














How’s the Hardware Business? 


(Continued from page 48) 


1931. Grain, forest products, coal and 
coke actually topped 1931. 


* + 


Electric power production in the 
United States for the week ended Dec. 
17, made an increase of 5.2 per cent over 
the corresponding period a year ago. 
Although the percentage gain over a 
year ago was slightly below the rate of 
gains in recent weeks, the output figure, 
in kilowatt hours, was the highest in 
many months. 

* * * 

Business failures in the United 
States for the second week of December 
took another considerable drop, reach- 
ing a total of 260 defaults, against 303 
and 268 respectively in the two preced- 
ing weeks, and 590 failures in the same 
week of last year. The improvement 
for the week was mainly in the east and 
in the Pacific Coast states. 

* * * 


Sentiment in the principal farm- 
ing areas is better today than at any 
time in the last three years, Horace 
Bowker, president of the American 
Agricultural Chemical Company, said 
recently in a review of the agricultural 
situation in 1933. Mr. Bowker esti- 
mated an increase of one billion dollars 
in farmers’ gross incomes this year, of 
which about 10 per cent was accounted 
for by Government cash benefits for 
reduction of acreage. Costs of the 1933 
crop were exceptionally low. Valuation 
of 1933 farm crops, as estimated by the 
department of agriculture on Dec. 1, 
aggregated $4,076,537,000 this year, or 
nearly $1,200,000,000 in excess of the 
return in 1932, and about equal to 1931. 


* * * 


An unprecedented demand for 
crystal and safedge glassware, due to 
repeal, has led the Libbey Glass Mfg. 
Co. to expand its manufacturing facili- 
ties by arranging for the acquisition of 
the capacity of the H. C. Fry Glass 
Company’s plant at Rochester, Pa. In 
making the announcement Joseph W. 
Robinson, president of the Libbey com- 
pany, stated that the Fry plant consists 
of two continuous tanks and three pot 
furnaces. 

* * * 

A price withdrawal notice, ap- 
plying to all items of Lockwood build- 
ers’ hardware, except door closers, key 
blanks and night latches, was issued to 
the trade Dec. 20 by the Lockwood 
Hardware Mfg. Co., Fitchburg, Mass., 
a division of the Independent Lock Co. 
Revised prices will be released shortly. 
All outstanding quotations on contracts 
remain in effect for 30 days from the 


date of the notice, after which they will 
be automatically withdrawn. 
* *& 


Additions to the Pittsburgh Plate 
Glass Company's Duplate plant at 
Creighton, Pa., where Duplate safety 
plate glass as used in motor cars is man- 
ufactured, will enable the company to 
step up output to well over 160 per 
cent of present capacity. H. S. Wher- 
rett, president, states that an early re- 
sumption of retail buying of cars is 
anticipated, which is expected to re- 
sult in an increased call for safety 


glass. 
* * * 


The outlook for 1934 appears 
brighter to Gerard Swope, president, 
General Electric Co., Schenectady, 
N. Y., who in commenting recently on 
prospects for the New Year said in 
part: “... and with all the experiments 
that are being made and the hopeful 
and constructive attitude being shown, 
we are looking forward with confidence 
that 1934 will be a better year than 
1933 in employment and in industry.” 

* * * 


The household washing machine 
industry enjoyed the second greatest 
year in its history in 1933, with sales 
estimated by J. R. Bohnen, secretary, 
American Washing Machine Manufac- 
turers Assn., as aggregating 970,000 
washers. The production figures reflect 
an increase of 55 per cent over 1932. 

* * * 


Silver prices will be based on of- 
ficial price for bullion. A report that 
the International Silver Co., Meriden, 
Conn., had increased the prices of its 
products due to the Federal silver pro- 
gram was denied in 4 statement issued 
by the company’s president, C. R. Gar- 
dinor, on Dec. 26. Mr. Gardinor ex- 
plained that the prices of the company’s 
products will be controlled by the offi- 
cial price of silver bullion and not by 
the Government’s established price. 

* * * 


Shipments of Majestic radios for 
the first half of December reflected an 
increase of 12 per cent over the entire 
month of December, 1932, and equaled 
the combined shipments of the same 
month in both 1931 and 1932 according 
to John F. Ditzell, general sales man- 
ager. Shipments during the past sev- 
eral months have shown consistent gains 
and the company has unfilled orders 
on hand for several thousand sets. 

* & * 


A survey of business which will 
encompass more than 2,400,000 estab- 
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lishments, including retailers, wholesal- 
ers, ‘service businesses of all kinds, 
amusement enterprises, and hotels will 
be made by the Census Bureau. The 
survey is expected to present a true pic- 
ture of the condition of business and 
will permit accurate comparisons with 
those existing in 1929, when the last 
similar survey was made. It is believed 


that such comparisons will be of value 
as a guide in planning for the future. 
William L. Austin, director of the cen- 
sus, in announcing the plan, explained 
that the survey will be financed by Civil 
Works Administration funds, and that 
the data to be collected will cover par- 
ticularly the volume of business done 
in 1933. 





“Stickstrip” Adhesive 
Felt Weather Stripping 


For application to any kind of door 
window or screen, adheres readily to wood 
or metal surfaces, holds fast and stays 
put says the maker. It is said that neither 
moisture nor humidity will affect Stickstrip 
which is formed of a compact specially- 





treated felt, and a weather-proof rubber 
adhesive. Packaged in 10-ft. rolls ready 
for use. Needs no nails, tacks or other 
means of fastening. Applied by pressing 
into place. Suggested retail selling price, 
25c. Adhesive Weather Strip Co., 29 Ry- 
erson St., Brooklyn, N. Y. 





*Wipe-On” Refinish 
for Floors, Furniture, etc. 


Is not a wax nor a polish. Applied by 
wiping on the surface with a cloth without 
rubbing or polishing of any kind. The 
maker states that when applied to any 
kind of wood, linoleum or metal surface 
it provides a transparent, lustrous film of 
great durability that is practically im- 





pervious to hot liquids, alcohol, alkali, 
acids and the usual hard wear to which 
coatings of this class are subjected. At- 
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tractively packaged in three convenient 
household sizes, No. 6 bottle, 6-oz. size, 
list 45c.; No. 16, container, 16-0z. size, 
95c. list, and No. 40 container, 40-0z. size, 
list $1.75. Wipe-On Corp., 14 Hopkins 
St., Brooklyn, N. Y. 


Two Improved Model 
Sunbeam Coffee Makers 


Standing 9 in. high, are of full 8-cup 
capacity. Have handy spout which is per- 
manent part of lower or serving bowl. 
Glass filter rod. Coffee comes in contact 
only with glass. Model B with standard 

















stand, list $8.95 (Western, $9.25). Model 
C with special decorative de luxe table 
stove, $10.45 (Western, $10.75). Chicago 
Flexible Shaft Co., Roosevelt Rd. and 
Central Ave., Chicago, III. 


+160 Casco Lighter 


For desk or table use, lists at $2.00, 
in onyxoid finish with silver nickel trim. 
Available in several color combinations. 





Equipped with eight feet of silk cord and | 
plug, for use on any 110-volt A.C. or D.C. | 
lighting circuit. Element lights upon press- 
ing of button. Improved switch and re- 
movable replaceable heating element. Meas- 
ures 4 in. in height. Casco Products Co., 
Bridgeport, Conn. 
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THERE’S REAL MONEY 


.. . in TAPS and DRILLS 


Do you know about the new 
Greenfield Tap Kits and Drill 
Kits—special assortments 
planned to make easy and 
profitable sales for retailers? 


No more messy stocks, lost 
tools, inventory ‘‘adjust- 
ments.”’ Every tool is right 
where you can see it, in a 
definite compartment, labeled 
for easy reference. Each as- 
sortment is ‘‘balanced”—that 
is to say the number of taps 
or dies of a given size varies 
according to actual demand. 
The whole “kit” is a hand- 
some, compact, wooden case, 
no bigger than a screw plate 
box. 

Buy either the #100 Tap Kit 
or the #200 Drill Kit and you 
will be sure of having the 
minimum adequate stock and 
making the maximum profit. 
Send for details. 


CORPORATION 


GREENFIELO, MASSACHUSETTS 


New York: 15 Warren St. 


Chicago: 611 W. Washington Blvd. 
Detroit: 228 Congress St., W 
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| The MARBELITE CO. 91 Warren St., N.Y. 


MARBELITE 
Signs Sell .... 


They are attractive, well 
made, serviceable, in 
demand and profitable 
to handle. 


Our line is a real money- 
maker. Send for litera- 


and prices. 








No. 608 Table Tap 


The Mark of Quality 
In Wiring Devices 
The Circle F Trade-Mark is 


your guide and assurance of 
absolutely dependable Elec- 








trical Wiring De- 
vices. Ask your 
Jobber to supply 
you with Circle F 

products, 
Circle F Mfg. Co. 
N. J. 


Trenton 
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ROCHESTER 
SASH BALANCES 
FOR YOUR PROTECTION 


Are Not Sold 
To 


Mail Order Houses 


ordering Sash Bal- 
from your jobber 


specify them by name. 


Wochester Sash Balance Co., Ine. 
Rochester, N. Y. 
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the Capitol, 


Districts. 
$3.00 Double. 


ELEVENTH awn 





WASHINGTON 


ment Buildings, Theatre and Shopping 
Rooms from $2.00 Single, 


HARRINGTON 


“ STOEETS NORTHWEST 
WASHINGTON, D. C. 

Dovetas C. SHarrmn, Menager 
HARRINGTON MILLS, President 











NEAR— 


White House, Govern- 








Management 


@ is merely the transmission of 


@ the intentions and purposes 


¢ © of the management through 


@ the staff to 
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the customers 


touching when trays are lowered. 


| trays are lifted. 








Two Westinghouse 


Modernistic Toasters 


Turnover toaster, TE-4 (illustrated), fin- 


| ished in lustrous chrome plate, toasts two 


large slices at a time and turns without 
Black 
Moldarta handles, fiber feet. For cleaning. 
Trays held in place with 





spring tension. Detachable cord and minia- 
ture plug, 400 watts, 115 volts, list $4.45. 
TTC-94, lustrous chrome plate, modernis- 
tic design etched on trays. Black fiber 
handles, flat top to keep toast warm, fiber 
fem, detachable cord and plug, 550 watts. 
115 volts, list price, $3.50. Westinghouse 
Electric & Mfg. Co., E. Pittsburgh. Pa. 


Marble Official 
Boy Scout Sheath Knife 


Has a 4%-in. blade forged from high- 
grade cutlery steel. Etched with the offi- 
cial emblem of the Boy Scouts of America, 
it has leather handle and is similar in con- 
struction to other knives made by Marble. 
List, $1.75 each. Marble Arms & Mfg. Co.. 
Gladstone, Mich. 


Magnetic Motor Starting 
Switches Type “MC” 


For motors up to 74% hp., 25 amps. 
available for local control and for remote 
control. Single and polyphase, 110, 220, 
440, 550 volts, 25, 40, 50 and 60 cycles. 
All switches indicate “on” and “off.” Trip 
indicator shows until reset. Thermal heat- 
ers for any size motor within rated capa- 
city. All “MC” starters have no-voltage 
protection. If current fails, switch opens 
up and shuts off motor. Provide positive 
protection for motor, machine and oper- 
ator, says the maker. Thoroughly tested. 
Listed by the Underwriters’ Laboratories. 
Inc. Switches reset after tripping by press- 
ing stop or reset button as soon as the 
heaters have cooled slightly. Local con- 
trol switches have start, stop-reset buttons 
in cover. Stop-reset button only on remote 
control styles. Arc hood, one piece en- 
closes copper to copper self-adjusting con- 
tacts. Black composition, confines the arc 
within the hood. Gray enamel steel box 
is small, but has plenty of wire room. De- 


| scriptive bulletins available. Hart & Hege- 


man Division, The Arrow-Hart & Hegeman 
Electric Co., Hartford, Conn. 





Automatically Adjustable 
Wood Stilts No. 330 


Are quickly adjusted to any height by 
placing adjustable steel clamp attached 
to the step in any of several slots provided 
on wood staff. High-grade, straight-grained 
lumber. Stilt staff finished in natural 
varnish with red tops, steps in black. 
Packed 12 pairs to a carton. Customer’s 
imprint may be put on stilts for use as 
advertising specialties. Dealer cost 40c. 
per pair. Suggested retail selling price, 
75c. per pair. The Anchor Mfg. Co.. 
Piqua, Ohio. 


Offers Fan, Ladder Trellises 
and Hardwood Stakes 


Designed for all practical purposes and 
to beautify the home and garden. Illus- 
trations in a folder show fan trellises. 
available in white, green or orange weathei 
resisting finish with base treated with 
wood-preserving impregfiation. Shipped 
knocked down. Uprights, in separate 
pieces fitting with base into rust-resisting 
metal ferrule and held firmly in place by 
two pins. Assembly permits easy replace- 
ment of parts that may become broken. 
Ladder trellises available in three widths. 
8 ft. high. Finished in white or green 
weather resisting finish. Machine nailed. 
Ornamental center pieces strengthen and 
improve trellises. Trellises made of north 
ern New England hard woods. Rear sheet 
of folder gives specifications, weights on 
both types of trellises and on square. 
planed, pointed, green finished hardwood 
stakes. U. S. Bobbin & Shuttle Co., Man- 
chester, N. H. 


Pioneer Electric 
Lawn Mower 


Of simple construction with one moving 
part, a slender blade of special flexible 
steel revolving in a horizontal plane at 
high speed. Said to perform at equal 
efficiency in long or short grass. Two main 
bearings may be oiled easily. Blade, at- 
tached direct to motor shaft by single nut, 
is easily removed for sharpening with 
stone or file. Motor cannot run unless 
switch is held closed by operator. Sug- 
gested retail selling price, $37.50. Louis- 


ville Electric Mfg. Co., 31st and Magazine 
Sts.. Louisville, Ky. 
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Bath Tubs and Accident Insurance 


(Continued from page 36) 


this latter company to get through 
with all their red tape and send him 
a few dollars on his policy. 

* * % 

There is another poipt that has 
been developed in connection with 
these policies. The insurance com- 
panies may accept your payment of 
premiums for 30 or 40 years, but 
when you reach the age of 65 with 
some companies, and 70 years with 
other companies, they then reserve 
the right to terminate your policy. 
All the payments you have made go 
into their profit account. Just the 
time when you might need the money 
the most, in your old age, you are 
politely informed that all policies 
terminate at a certain age. This is 
another argument in favor of the 
annuity policy. 


% *% * 


Now please do not write me 
about this or that insurance com- 
pany. Do not ask my advice and 
names of companies. I am not in 
the life insurance business, and 
the object of this article is to 
simply suggest that you study 
your own policies and consult 
some first class insurance man in 
whom you have confidence and 
find out just where you stand. 


Having once served as a member of 
a trust committee in a trust company 
and seeing all the various matters 
that trust companies have to take up 
with families in connection with 
trust estates I have wondered why 
trust companies did not open a life 
insurance and accident insurance de- 
partment. I presume they could have 
some well posted insurance man take 
charge of this work. I presume they 
could make an arrangement to act as 
a salesman for leading insurance 
companies. 

The point is that it is a very com- 
mon thing for women to take care of 
the financial affairs of the family. 
Often not only in small estates, but 
in large ones a certain amount of life 
and accident insurance would be a 
very desirable thing. A trust com- 
pany knowing all the conditions of 
the family estate could give very 
valuable advice about insurance and 
the kind of insurance necessary. A 
trust company no doubt would be 
more responsible than some light 
weight life insurance agent. Buying 
life insurance is a good deal like 
buying bonds. Unless you know what 
you are doing there is a fine oppor- 
tunity to get stuck. 





C.W.A. Reports Acute Shortages 
of Tools and Supplies 


(Continued from page 58) 


may be made from manufacturers or 
wholesalers and delivery made in the 
required time purchases are made 
from them. Otherwise, retailers are 
patronized. Even with this policy 
the shortage persists. 

One difficulty appears to be that 
manufacturers were incredulous when 
told that it was the intention to re- 
turn 4,000,000 to work by Dec. 15 
by use of the $400,000,000 allotment 
granted the CWA by the Public 
Works Administration. Not thinking 
this was possible, it is stated, produc- 
tion was not sufficiently speeded up. 
Nevertheless, the CWA reports that 
it has gone over the top and a little 
more. It exceeded its program so 
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that when the “deadline” was reached 
the number reemployed exceeded the 
quota somewhat. 

It is not possible to say what ex- 
penditures for hardware items have 
been or will be. The underlying pur- 
pose of the CWA was to reemploy 
men. As a “mark to shoot at,” it was 
suggested that 80 per cent of the 
$400,000,000 go direct for wages, 
making $320,000,000. It is prob- 
ably true that not quite this much will 
go to labor and that somewhat more 
will be spent for supplies, the larg- 
est items being lumber and other con- 
struction projects. However, the 
amount for hardware items has 
reached a large total. 





WoMmEN WILL BUY 


New Labor Saving Items 


if they 
ave Priced Right 


A Self-Heating Iron without cords 
or attachmcnts. Priced below 
any iron of comparable quality 
and still carrying an attractive 
profit. Every woman wants one. 
Handsome appearance, less tir- 
ing to use, lower ironing cost. 
A wonderful gift item of prac- 
tical utility that any homemaker 
will appreciate. 

Radiant Self-Heating Iron—beats elec- 
tricity or gas. lights with a match. 
Cheaper to operate—only 1c for an 
average ironing. Brass front, handle 
straps and top plate heavily nickel 
plated; base chrome plated. 

Base pointed atboth ends, with button- 
beveled edges. Ever-cool handle fin- 
ished in black and silver. 

Brass coil generator started with match 
in few seconds—ready to iron in 40 
seconds. Heat evenly distributed— 
point to point—easily regulated. Just 
right weight for pressing or ironing, 
Complete with rest, pressure pump, 
strainer furinel, cleaning needles, 
wrench, extra generator, and full 
directions. 


THE RADIANT LINE 


Includes de luxe and utility models of 
graceful, high-powered lamps, as well 
as 300 candle power lanterns and self- 
heating irons. 

New merchandise that attracts buyers 


and sells fast at a good margin. The .« 


Radiant Lantern is an especially good 
item, appealing to outdoor workers, 
farmers, hunters and tourists. More 
light—lower cost—less trouble. 

The Radiant Self-Heating Iron—a 
labor saver for women. Does whole 
ironing for a few cents. More conven- 
ient, and priced lower than ordinary 
electric or gas irons. Heavily nickel 
and chrome plated. Fix up a Radiant 
department and watch the sales grow. 


Send today for literature and dealer's 
discounts. 


RADIANT PRODUCTS INC. 
100 Radiant Bldg., Akron, Ohio 


RADIANT 


PRODUCTS 
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How Many Can You Identify in This Photograph? 


This photo is 28 years old. It was made 
during the Joint Convention of the Ameri- 
can Hardware Manufacturers’ Association 
and the National Hardware Association, 
Nov. 8 to 10, 1905, in Washington, D. C., 
and was loaned to Harpware AcE by W. 
G. Hurlbert, President, the Bostwick Steel 
Lath Co., Niles, Ohio. 

Throughout the country are many who 
may be familiar with this convention 
group. Harpware AGE would welcome a 
complete identification list and _ invites 
readers to supply names and company af- 
filiations of the hardware men shown in 
this interesting photograph. 

To aid in recalling the names of those 
in the picture we can identify: First seat 

(foreground) W. G. Hurlbert, president, 
Bostwick Steel & Lath Co., Niles, Ohio; 
(center) John P. Cole, vice-president, Bid- 
dle Purchasing Co., New York, N. Y. 

Second seat——-(foreground) Wm. H. 
Jones, Newlin-Knight Hardware Co., Phila- 
delphia, Pa; (center) Geo. D. Krause, 
Krause Hardware Co., Lebanon, Pa. 

Third seat—-(foreground) Otto Dederer, 
Sickles & Nutting Co., New York, N. Y.: 
(center) 
Co., Cleveland, Ohio. 

Fourth seat—(center) — Eager, 
American Axe & Tool Co., Glassport, Pa. 

Fifth seat Warner, —————_——__,, 


Ewing, Union Steel Screw 


Standing: (fourth from left) Tom A. 
Marshall, Union Metallic Cartridge Co.. 
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New York, N. Y.; (third from right) Ed. 
C. Neal, Buffalo Wholesale Hardware Co.., 
Buffalo, N. Y. 

The meeting at which this photo was 
taken was the ninth for the manufacturers’ 
group and the eleventh for the wholesalers’ 
group. Those attending were accorded a 
private reception by President Theodore 
Roosevelt at the White House. 

Mail order competition was the principal 
subject discussed at the meeting, and Saun- 
ders Norvell, then a firm member of the 
Norvell-Shapleigh Hardware Co., St. Louis, 
Mo., as chairman of the Joint Catalogue 
Committee, made a report on the commit- 
tee’s activities. Mr. Norvell’s report was 
illustrated with stereopticon views of mail 
order catalogue pages. 

At this meeting, F. S. Kretsinger, Ameri- 
can Fork & Hoe Co, Cleveland, Ohio, was 


elected president of the Manufacturers 
Assn., to succeed J. C. Birge, St. Louis 
Shovel Co., St. Louis, Mo. W. S. Wright, 
Wright & Wilhelmy Co., Omaha, Neb., was 
elected president of the jobbers’ organiza 
tion to succeed S. A. Bigelow, Bigelow & 
Dowse Co., Boston, Mass. 

A euchre party of nearly 100 tables 
at the Arlington Hotel on Wednesday 
evening was one of the chief social fea- 
tures of the convention. Sightseeing 
trips, as the photograph indicates, were 
another feature of the entertainment pro- 
gram. Several speakers on the program re- 
ferred to the wholesalers’ cost of han- 
dling goods as being 15 per cent, while the 
retailers’ cost of doing business at the 
time was given as 20 per cent, or more 
than 10 per cent less in both cases than 
the present costs of doing business. 





The Farmer's New Financial Status 


The farmer’s financial status has 
been improved to the extent of nearly 
one billion dollars by advances in 
prices and by Government bonuses 
for restriction of production. 

The farmer’s mental attitude has 
been correspondingly improved. 
Despair has been replaced by hope, 


and hope is leading to purchases. 
Farm implements, automobiles, wire 
goods, radios, household appliances, 
heavy hardware and a multitude of 
other manufactured producis made of 
iron and steel are beginning to feel 
the betterment in farmer buying 
power. 
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*" RIVETS 


represent a small but vital item... Protect 
the quality of your product specify 
rivets made by Tubular Rivet & Stud 
Company they are true to gauge — 
thoroughly dependable—available in 
various styles and sizes ... The products 
of Tubular Rivet & Stud Company are the 


perfected result of many years of scientific 


. manufacture ! 











TUBULAR RIVET & STUD CO. 
BOSTON, MASSACHUSETTS 


The largest factory in the world devoted to f 
the manufacture of Tubular and Clinch Rivets je 


aaa ;. “Fe 4 
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Lasts longer than netting 
..». COSTS LESS! 


Keystone Chic-M sh stretches, looks and is 
built like real fence. No top or bottom 
boards required. It turns smallest chicks or 
liveliest bantams. Used for temporary or 
permanent fence, it is easy and cheap to 
erect and take down. 

Chic-Mesh 18 gauge line and stay wires are 
heavier than usual 19 and 20 gauge netting. 
Lasts years longer than netting of equal 
gauge, yet costs less. A profitable seller. 






Fights rust 2 ways 


First, Keystone Chic-Mesh has a special 
Galvannedled outer coating that is two to 
t rree times heavier than on some ordinary 
galvanized fence and, therefore, fights rust 
on the outside years longer. 

Second, it has a real copper bearing inner 
section that resists rust at least twice as 
long as steel without copper and, therefore, 
fights rust clear to the core. 

Chic-Mesh comes in 24”, 36’’, 48’, 60”, 
72” heights—150 ft. rolls. Ask your jobber 
or write us. Write also for catalog, dealer 
prices and agency details on Red Brand hog, 
field and poultry fence, and other wire and 
fencing products—today. 48) 


KEYSTONE STEEL & WIRE CO. Ww 
848 Industrial St., Peoria, Iinois 





Chic-Mesh Fence wire, ex- 
agxerated to show the heavy 
Ga:vanneaied outer ec oatin ne. 


Chic-Mesh Fence 
wire, exaggerated to « 
nl 1 it , canoe Peed 


KEYSTONE 


Chic-Mesh "i" 


FENCE 
Fights aust 2 Ways 


GALVANNEALED 
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What's Ne 


for Retail 


Hardware Stores 





G.E. Hotpoint Redman 
Display Table 


In four colors, varnished surface, rigid 
construction strong enough to support the 
weight of a man. Furnished free with 
the purchase of one Redman table assort- 
ment of eleven appliances—eight different 
models. Assortment includes the new 
“Treasure Chest” cooker, “Salisbury” waf- 
fle iron and “Black Knight” toaster. With 
the table are 100 specially prepared folders 
which feature these appliances. Table of 
heavy jute-board is suitable for floor or 
window use. Use of the Hotpoint Redman 
adds to appearance of display. Contains 
outlines showing exact locations for all 
items in assortment, while skeleton de- 
scriptive copy features each appliance 
Special pockets on either side of table 
for folders and other promotion material. 
Directions printed on back of display tell- 
ing how to set it up. Appliances and dis- 
play table packed in separate containers 
and combined in one shipment. Merchan- 
dise Department, General Electric Co.. 
1285 Boston Ave., Bridgeport, Conn. 


“Sunbeam” Fanheater 


An improved type fan-forced electric 
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New and Improved Merchandise— 
Display Helps—Sales Liter ature— 
Window Trims— New Packages 
—New Colors—New Deals— 


a RPre rere eee 














heater with 7-in. fan. Pulls in cold air 
through back vents, heats it and pushes 
it out in a steady flow, thus continuously 
circulating air in room through heater. 





Cabinet of attractive design finished in ma- 
hogany crackle. Stands 12 in. high. List 
price, $7.95. Chicago Flexible Shaft Co., 
Roosevelt Rd. and Central Ave., Chicago, 
ll. 


Improved Package for 
**Handi-Rolls” 


Developed for better display appearance 
and to have greater consumer appeal as 
the result of an extensive consumer survey. 
Package, which contains eight scouring 
sponges, is finished in red and white with 
the name “Handi-Rolls” across the face 
on a white band. Sponges may be seen 
through an opening in center of box. 





Directions are contained on the bottom 
side of package, pointing out that “Handi- 
Rolls” may be used for cleaning, scouring 
and polishing, used with any soap. The 
maker states that “Handi-Rolls are soft 
and fluffy and easy on the hands and that 
they have three or more working sides. 
For general cleaning uses.” American 
Steel Wool Mfg. Co., Inc., 9 Desbrosses St.. 
New York City. 


Easy Washing Machine 
“Spiralator” Action 


Developed as a result of five years of 
laboratory research and six months under 
test, is said to be an improvement in 31 
different ways. The maker states that it 
gives fabrics three times the washing life, 
increases cleansing 50 per cent more 
pounds per hour and washes small or 
large loads uniformly clean. Clothes are 
all in motion and travel at increased speed, 
yet are loose and free, all the time being 
constantly flexed, thereby loosening embed- 
ded dirt as they move swiftly but gently 
through the water. Continuous movement 
of all clothes gives & to 9-lb. capacity, a 
considerable increase over previous fig- 
ures. The maker also states that the Spira- 
lator is quiet and free from vibration and 
that there is no violent reversing. Clothes 
and water, with a coaster brake or free- 
wheeling action, move constantly in one 
course with just enough pause to let the 
clothes flex. The price will be higher, but 
still low enough for the consumer to pay 
the difference for the extra functions se- 
cured, says the manufacturer. A compre- 
hensive consumer advertising plan is under 
way, which will be supported individually 
in each territory by the Easy field organiza- 
tion.” Easy Washing Machine Corp., Syra- 
cuse, N. Y. 


Turn Easy Toaster 


Opening of bread rack turns toast. 
Black knobs and feet. No. E3612 takes 
slice of bread 5 by 4% in. Equipped with 
6-ft. art silk cord. Weight packed 3 lb. 





Individually packed, three in unit package. 
Chromium-plated sides and ends, black 
enamel top and b:se. List price, $3.50. 
Landers, Frary & Clark, New Britain. 
Conn. 
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A QUICK TURN ITEM for 





House-Cleaning Season 


A Known 
Product with a 
Created Demand 


The Original 
Wall Paper 
Cleaner 


CLEVELAND CLEANER 


Women everywhere know the value of Cleveland Cleaner 
for removing dirt and adding freshness to their wall paper. 
Easy and simple to use, saves time, cleans all kinds of wall 
paper, calcimine, alabastine, water colors, flat paints, silk 
and cotton tapestry, window shades and 
finest rugs. 

Order from your jobber or write: 
The Cleveland Cleaner & Paste Co. 
CLEVELAND, OHIO 
Also manufacturer of Painters’ Friend 
Cleaner, a 10 seller with year ’round 


demand, for cleaning painted walls, 
woodwork, marble, etc. 























More Guns to Clean 
this Winter 
means 


MORE 
SALES 


for 
HOPPE’S No. 9 


NITRO POWDER SOLVENT 


It has been a BIG hunting season! More shooters need Hoppe’s 
No. 9 to clean and condition their gun bores for the winter. 
Besides, there is the winter shooting, outdoors and indoors. 
Keep the attractive Hoppe’s No. 9 counter carton full up and 
on display. 


----- HOPPE’S Lubricating Oil, too 


For every gun—for oiling, polishing, and rough-weather protec- 
tion. In steady demand also for household use. Display a full 
handy carton always on your counter. 


Your Jobber will supply you promptly. Re-order NOW. And 
write us for FREE GUN CLEANING GUIDES for your customers. 


FRANK A. HOPPE. Ine. 
2314-A N. 8th St. PHILADELPHIA, PA. 
NEW YORK—Ed. W. Simon Co., Inc., 302 Broadway 

















LOS ANGELES—H. L. Bowlds, Mason Theatre Bldg. 
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UPSIDE-DOWN 
WASHING PRINCIPLES 


ARE OUT-OF-DATE 


Clothes naturally float in water. 

Top agitation is the up-to-date as well as 
the natural way of washing. 

It will get clothes cleaner and whiter with 
an astonishing saving of time over any other 
method. 


Because it is the efficient method, slower 
agitation is possible, saving much wear on the 
clothes. 

The Zenith Patent Overhead Agitator with 
gentle rubber hands is only one of three sales 
features exclusive to the Zenith.. 


A demonstration will surprise you. Zeniths 
have stood the test of many years’ service. 
Users are the best boosters. 





Priced From 
$49.50 up 


ZENITH MACHINE COMPANY 
General Offices 
257 So. Ist Ave., E., Duluth, Minn. 


New York Chicago 
20 Vesey St. 1416 Merchandise Mart 
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Roto Shear Can Opener 


Made of especially hardened steel, said 
to have a true shear action, leaving no 
ragged edge. Point of tool is pushed 
through ceater of can top letting cutting 
wheel straddle bead on edge of can. Has 
two cutting blades, which may be re- 
versed if one becomes dull. Guaranteed 
against dullness for a period of five years. 
Blades measure 2% in. in circumference. 
List price, $3 per dozen. Dealer discount 
33 1/3 per cent. The Roto Shear Co., 
6092 Newburg Ave., Chicago, III. 





Burgess “A”’ Pack for 2 Volt 
Tube Battery Operated Radios 


Embodies a “close pak” construction, 
making it light and portable. No. 1040 
will give 400 hr. service says the maker. 
List price $3.20, slightly higher west of 


ay 


| 





Rocky Mountains. Weight 15 lb. measures 
129/16 x 4% x 613/16 in. Requires no 
servicing with water nor chemicals and is 
entirely dry. Hermetically sealed. Bur- 
gess Battery Co., Freeport, III. 


Catalog Describes 
**Bestoseal”’ Lines 


And indicates how they are packed. 
Bestoseal products briefly described in the 
16-page booklet are: liquid asbestos roof- 
ing cement, black asphaltum roof paint. 
plastic asbestos roofing cement, pipe joint 
cement, glazing and caulking compound, 
metal protective paints, boiler setting com- 
pound, black concrete primer, clear water- 
proofing liquid, black plaster bond, acid, 
brine and alkali-proof metal paint, wood 
preservative, black high heat paint, quick 
drying high heat paint, black foundation 
coat, bronzing liquids, aluminum paints, 
turpentine asphaltum, all-purpose varnish, 
penetrating oil stains, varnish remover, 
black air drying enamels, auto top dressing 
and black chassis enamel. Made by 
The Bestoseal Co., Cleveland, Ohio. East- 
ern representative, Medusa Trading Co., 
1133 Broadway, New York City. 


Beisser Auto Brush 
for Cleaning Car 

Connects with regular garden hose. 
Shape of brush and long handle permit 
easy access to difficult places, on top, un- 


der fenders, between. spokes of wheels. 
Brush has genuine hog bristles. Handle 
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of aluminum with steel channel running 
through its center. At end of handle, 
which is attached to garden hose, there 
is a needle valve for controlling flow of 
water through handle to bristles and for 
controlling flow of water. Guaranteed 








against faulty workmanship and materials 
for a period of one year. The maker states 
that with this unit the use of a sponge 
or chamois is unnecessary. Suggested re- 
tail selling price, $2.25. Dealer discount, 
331/3 and 25 per cent. Beisser Auto 
Brush Co., 4215 Woodward Ave., Detroit, 
Mich. 





*“Doo-Klip” Weeder 


Permits user to stand erect at all times. 
Light weight, fast operating and equipped 
with high-carbon cold-rolled steel, tem- 
pered, case-hardened and Udylyted. Curve 
of cutting blade helps to “feed” cutting 
edge up to root of weed. Pinch-proof 


grips mounted on 32-in. seamless, tubular 
steel handle. Handle finished in jade 
green enamel. The maker states that it 
will not tear turf nor take out dirt. Sug- 
gested retail selling price, $1.95. The 
Alliance Mfg. Co., Alliance, Ohio. 


Florence Small Size 
Radiant Heater 


Heats by radiation and has a 6-in. 
double ring range oil burner, lighted from 
above with a torch. Total capacity up to 
2500 cu. ft. of space it will provide for 
good-sized room. One piece circular base 
has three cast-iron legs. Radiating drum 
which encloses burner and forms combus- 
tion chamber is fastened to base and ex- 
tends upward. Enclosed at top with cast- 
iron cooking top. Mica grill in front 
of drum. Flue outlet baffled to give maxi- 
mum heat travel, flue has manual damper. 
Two-gallon metal oil tank has bull’s eye 
to show amount of oil, located at rear 
of heater and sets within lower reservoir. 
Oil flow controlled through one-turn valve. 
Drum and top finished in black porcelain 
enamel, base ring and cast-iron legs in 











black japan. Tank in gray oil-proof 
enamel, lower reservoir in black porcelain. 
Measures 30 in. x 18 in. x 22 in. Flor- 
ence Stove Co., Gardner, Mass. 





Odac Fresh Air and Odac 


Both of these liquid products are for 
dissipating household odors of organic ori- 
gin, such as cooking, tobacco, etc. Used 
with dispenser, Odac Fresh Air bottle is 
inverted so liquid will slowly saturate spe- 
cial pad in bottom. Dispensers have the 
following suggested retail selling prices: 
for 16-ounce bottle, $2.50 (packed in in- 
dividual container) and $1 for small or 
four-ounce bottle. Refills for dispenser list 
at $1.50 and 50c. respectively. Dealer dis- 
count on both items 331/3 per cent. For 
use in sprays with a glass container, Odac 
is offered to accomplish the same pur- 
poses. The maker states that Odac spray 
will make no greater marks than atomized 
water which has not been wiped dry, and 
like Odac Fresh Air will not explode, 
burn nor stain. Odac is offered in three 
sizes packed as follows: pint, 40c., 12 to 
a carton; quarts, 12 in a package, 70c., and 
gallons, individual cartons, $2.25. Dealer 
discount, 33 1/3 per cent. Odac Mfg. Co., 
Pier 11, North River, New York City. 





Tilette Liquid 
Porcelain Glaze 


For repairing unsightly chips in porce- 
lain and enamel sinks, bath tubs, lava- 
tories, refrigerators, drainboards, washing 
machines, table tops. Ready for use. Said 
to be waterproof and to dry quickly with 





permanent porcelain gloss. Twelve one- 
ounce jars, packed in attractive counter 
display. Suggested retail selling price, 
25c. Dealer cost, $1.80 per dozen. Tilette 
Cement Co., Inc., 401 Lafayette St., New 
York City. 
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I CAN MAKE FROM 
$5 TO $6 A DAY CLEAR 
PROFIT WITH THIS 
IDEAL SHARPENER 























aS 
SHARPEN LAWNMOWERS 
AND EARN GOOD MONEY! 


Practically every one who comes into your store has 
a lawnmower that needs sharpening. A sign promi- 
nently displayed in your store will cause many of 
your customers to bring in their dull lawnmowers 
and leave them to be sharpened. The Ideal Sharp- 
ener grinds the blades to the proper bevel and makes 
old mowers cut like new and stay sharp longer. A 
boy can operate it. It’s an easy way to make extra 
profits. Write for our new low prices. 


THE FATE-ROOT-HEATH CO. 
702 BELL ST., PLYMOUTH, OHIO 














EARLY half the 1600 rooms at the 
William Penn Hotel have now been re- 
duced to $3.00 and $3.50. ANEW DEAL 
for everybody! The same excellent serv- 
ice, the same luxurious appointments at 
Pittsburgh’s finest hotel. All rooms with 
bath.. 






HOTEL 


WILLIAM PENN 


PITTSBURGH 


Also the FORT PITT HOTEL—good 
rooms from $1.50: with bath $2.00 














JANUARY 4, 1934 



















CHANGES In The DIETZ 
LANTERN LINE » » » 


1. Secondary Lines of Lanterns Dis- 

2. e < ote “Cli ” 
continued as follows: — Dietz ipper, 
“Gem,” “Advance,” “Crown” and “Cres- 
cent” styles. 


2. Now making ONE SIZE ONLY in 

Dietz “D-LITE” and “BLIZZARD” Lanterns, 
with one Quart Fount. Abandoning the old 
practice of making two sizes of founts, in 
the interest of simplification of stock for 
everybody. 
BETTER MATERIALS:—As a result of changing 
conditions, operating under Codes, and Superior 
Materials available. Dietz Lanterns are now made 
better than ever from Cold Rolled Steel with smoothly 
drawn parts, coated with Grade A Charcoal Pure Tin. 
SELLING POLICY:—-This Company will continue 
its policy of distributing exclusively through Whole- 
salers. We protect the Independent Dealer by refus- 
ing to sell Chain Stores, Catalog Houses, and Syndi- 
cate Buyers. 


R. E. DIETZ COMPANY 


NEW YORK 
Makers of Lanterns for the World. 


DIETZ 
LANTERNS 


Founded 1840 













€* MADE IN 
2 SIZES 
Sales Representatives 
JOHN H. GRAHAM & CO., ——> 
INC. ’ mM P 
113 Chambers St. ‘ » 


New York City 
268 Market St., San Francisco 


SEYMOUR SMITH & SON, INC. 












OAKVILLE 
CONN. 












Standard Range-Light 


Which may be fastened to any range. 
Has shade of translucent Plaskon and 
porcelain enameled standard. Finished in 
black or ivory porcelain. Hooks on 








splasher and may be plugged into con- 
venience outlet on range or any wall 
outlet in kitchen. Suggested retail selling 
price, $7.50. The Standard Electric Stove 
Co., Toledo, Ohio. 


Kingsbury Push-Loco No. 205 


Makes a realistic steam locomotive noise 
as it is pushed. Locomotive finished in 
bright red measures 5% in. and _ is 
equipped with electric head and tail lights 
operated from an Eveready No. 950 bat- 
tery. Handle 28 in. long, may be folded 





in middle to conserve space. Pistons 
pump up and down when locomotive is 
in action. Switch controls lights. Packed 
six in a box, six dozen in a case; weight, 
65 lb. Suggested retail selling price, 50c. 
Kingsbury Mfg. Co., 200 Fifth Ave., New 
York City. 


G.E. Offers Pre-Focused 
Headlight Lamp 


Designed to insure better and more uni- 
form performance of automobile head- 
lamps. Lamp has flanged collar, having 
three slots or buttonholes, by means of 
which it is held to its seat in socket. 
Under side of flange has three small but- 
tons or “bosses” which in service are 
held directly against a “flat” on reflector 
itself. Filament located with great ac- 
curacy with respect to “bosses” and out- 
side diameter of color. Inaccuracies in- 
cident to placing of lamp in socket and 
socket in reflector are eliminated as lamp 
seats against refleetor itself, says the 
maker. In prefocusing operation collar 
is held in precision jig, lamp inserted and 
filaments lighted. Images of filaments 
magnified many times are projected 
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through an optical train to focusing chart. 
Micrometer adjustments permit operator 
to move bulb until filaments are perfectly 
centered with respect to, collar. While 
in this position collar is soldered to base. 
By means of specially designed holding 
device accuracy of filament positioning in 
reflector is increased threefold over that 
of the good modern “fixed-focus” equip- 
ments, says the maker. Prefocused lamp 
can be used only in specially designed 
socket having three projecting pins that 
engage button holes on color of lamp. 
Base marked “top” and collar has notch 
which should be turned to top as inser- 
tion is started. Wide ends of “button- 
holes” must engage pins of the socket. 
When pressed in firmly and rotated to right 
lamp will click into its seat. This lamp 
will be used on a large number of 1934 
cars, where it has enabled modern styling 
of fronts of new models, permitting smaller 
headlamps without sacrifice of optical effi- 
ciency. Incandescent Lamp Department, 
General Electric Co., Nela Park, Cleveland, 
Ohio. 


Bernard No. 122 
Metal Tube Cutter 


Pocket size, with capacity for brass and 
copper tubing, sizes 1/8 to % in. in- 
clusive. May be operated by hand pressure 
as tube cutting plier or by means of the 
clamp screw. Designed for speed and 
accuracy. Parallel jaws and compound 
leverage. Heat treated tool steel, inter- 
changeable revolving cutting blade. Anvil 





jaw, width “4 in. Non-friction coil spring, 
nickel plated and polished. List $18 per 
dozen. Individual packed cartons of six. 
Weight 2% lb. per half dozen. The Wm. 
Schollhorn Co., New Haven Conn. 


Wagner ““Komb-Kleaned”’ 
Carpet Sweeper 


Has two built-in steel combs which au- 
tomatically clean sweeper brush.  Trans- 








parent top permits housewife to see when 
pans need empyting. Sweeper brush au- 
tomatically adjusts. itself for long pile or 
short pile rugs or carpets. Attractive mod- 
ern streamline design, completely closed 
ends, compact size, permanently lubricated 
but oilless bearings, non-revolving wheel 


shafts. Attractive modern, electric illu- 
minated display racks, display cards, 
newspaper mats, automatic mechanical 


demonstrator sets and dealer help litera- 
ture available to dealer, E. R. Wagner 
Mfg. Co., Milwaukee, Wis. 


Wilson-Western Offers 
Gripfast Basketball 

Features “Gripfast” marking of waffle 
mesh type. Gives “remarkable finger trac- 
tion, controlled flight, resilient feel and 
elastic touch” says the maker. Gripfast 





basket balls are also equipped with de 
tachable replaceable, interchangeable, al! 
rubber valve bladder, said to be leak-proof 
and dust-proof. Wilson-Western Sporting 
Goods Co., 2037 Powell Avenue, Chicago, 
Ill. 


Little Giant No. 4 
All Brass Padlock 
A laminated case padlock — regularly 


furnished with reenforced hardened steel 
shackle but can be had in brass at no 





extra charge. Weight 6 Ib. per dozen 
Suggested retail selling price $1. Has full 
size brass cylinder and operating cam 
% in. diameter, shackle with 11/16-in. 
clearance. Can be keyed alike at no extra 
charge or master keyed at slight additional 
charge. Practically unlimited _ key 
changes. Equipped with two keys and 
packed six padlocks to a container. Fou 
color individual boxes for each padlock. 
Master Lock Co., Milwaukee, Wis. 
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No Wear On Spray Point 
The exclusive spray point on the Sherman 
Wrought Brass Diamond Hose Nozzle swivels 
and adjusts itself without rotary motion or 
wear on the conical tip. In the 


SHERMAN 
Diamond Hose Nozzle 
the pilot bears evenly against the smooth 
inside wall keeping the spray point always 
accurately centered—an exclusive feature. 
Most popular selling hose nozzle for over 30 

years. Sold through Jobbers. 


H. B. SHERMAN MFG. CO. 
Battle Creek Michigan 











THE MOST | 
WIDELY 
ADVERTISED 


FILES 


Back of Nicholson Files, or rather 
in front of them, is the most 
comprehensive advertising cam- 
paign devoted to any single tuol. 


Let this advertising create sale; 
for you. 


At your jobber’s. Nicholson File 
Company, Providence, R.1..U.S.A. 
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STAR HACK SAWS 


CLEMSON BROS., INC., MIDDLETOWN, N. Y. 
@ 2297 





JANUARY 4, 


1934 


























A CLEAN SLATE 


and a 


NEW YEAR 


Under all conditions, time permits us to start with a 
fresh viewpoint each new year—to hitch up our belts 
and say “This year it’s going to be different.” 


And in this the hopeful note is that many factors in- 
dicate thin zs really are going to be better at [ast for 
the building trades. If in “hitching up the belt” you 
will also check up your stock, especially your samples 
of Rixson Hardware Specialties, you can be sure you 
are prepared for every measure of improvement. We 
will welcome your inquiries. 


THE OSCAR C. RIXSON CO., 
4450 Carroll Ave., Chicago, IIl. 
New York Office: 2034 Webster Ave. 
Philadelphia Atlanta New Orleans San Francisco 

















Sell Them 
by the set 


Sets of 9, 11, 17 bits are fur- 
nished in compact cases for 
the convenience of the users. 





It isn’t hard. Every mechanic needs the entire set in hig work, and it 
resolves itself to a question of selling him once or seventeen times. Bring 
out the value of the case, its use in keeping the bits in order and near at 
hand, preventing loss, etc. Try it. 

Forstner Bits are the only bits that are not dependent on a center or a 
level to guide them. They cut from the outer rim. The entire surface is 
at ‘work all the time, no jagged ends; every part of the work is smooth and 
polished. They bore their way through hard, knotty, cross grained wood, 
leaving a smooth hole and clean, polished surface. 


Let us send you catalogues. Order through your jobber or direct. 


The Progressive Manufacturing Co. 
TORRINGTON, CONN., U. S. A. 
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Mirro Percolator 


Of attractive shape has “chip-proof” 
black cover electro colored by new Alumi- 
lite process. Flame guard has permanent 
black Alumilite finish. Glass top is of dainty 
size, black tipped and no larger than an 
ordinary cover knob. Suggested retail sell- 
ing price $1.95 special, $2.19 in South 
and West. Aluminum Goods Mfg. Co., 
Manitowoc, Wis. 


Issues Booklet On 
Toncan Iron Pipe 


Containing 64 pages of information, and 
entitled “Toncan Iron Pipe for Perma- 
nence.” Part I gives technical data and 
describes tests under various conditions 
while Part 2 contains a record of installa- 
tions and service in a wide variety of ap- 
plications. Catalog available upon request 
for Form ADV. 220-B, Republic Steel 
Corp., Republic Bldg., Youngstown, Ohio. 


Kraeuter Hot Water 
Car Heaters 


Installed by drilling but two holes. Hose 
does not pass through dash. Mounting 
is on bushings, independent of core inlet 
and outlet pipes. Weight carried on strong 
cold-rolled steel bracket, cradling vital 
parts and protecting them against vibra- 





tion and strain. Core and motor may be 
removed without disturbing heater mount- 
ings. Positive inlet and outlet shut-offs. 
Complete fittings and full length hose fur- 
nished. De Luxe model illustrated lists at 
$19.50. Other models are: Master, list, 
$15.50, and Standard, $12.50. De Luxe 
model has tubes of seamless copper with 
large unrestricted passages. Core com- 
pletely solder dipped. Powered by noise- 
less, long service motor. One size for all 
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cars. Cool air assured in warm weather 
by inlet-outlet positive shut-off valves pre- 
venting heated water from circulating or 
backing up into core. Heater display rack 
for showing three models costs dealer 50c. 


Kraeuter & Co., Newark, N. J. 


Stanley Spark Plug 
Testing Screw Driver 


Has neon tube built into transparent 
unbreakable handle. When screw driver 
is placed on a firing spark plug, dis- 
tributor or other parts of ignition system 
of an internal combustion engine, tube 
flashes orange. Regularity and size of 
flash indicates condition of spark plugs 
or distributor. Can also be used to test 
high tension circuits of radio plants, X-ray 














installations, etc. It is also a sturdy ad- 
justing screw driver. Blade measures 4 in. 
by 3/16 in. wide. Of finest screw driver 
steel, tempered overall, securely anchored 
in handle. Tip accurately machine cross 
ground to size. No. 1011 packed in boxes 
of 12 with one mounted on_ attractive 
display card. Stanley Tools, New Britain, 
Conn. 


G.E. All-Rubber Lamp 
Cord Type SJ-PO 


Withstands hard usage and will not 
unravel according to the maker. May be 
cleaned readily with damp cloth. For 
table lamps, extensions, etc., this cord is 
available in olive green, brown, black and 
ivory. Other colors supplied on special 
order. Approved by Underwriters Labora- 
tories. Flexible tinned copper conductors 
insulated with 30 per cent rubber com- 
pound. Outer jacket of a compound con- 
taining a high percentage of pure rubber. 
Conductors readily identified by color of 
insulation. Merchandise Department, Gen- 
eral Electric Co., Schenectady, N. Y. 


Wyeth Offers Fishing Rod Cases 


No. ST118, diameter 3 in., for three 
rods and No. ST120, 4-in. diameter holds 
four rods. Both are all leather; cordovan 
color telescopic, for 3 to 5-ft. rods, with 
strap and buckle. Respective suggested 
retail prices, $10.50 and $11.50. Respec- 
tive dealer costs, $7 and $$7.55. ST121, 
mahogany-colored leather, flannel lined, 
stiff type case with four reinforcing rings, 
sling strap and handle, end cap to buckle. 
One rod model, 38% x 2% in. for one rod, 
dealer cost, $4.45; list price $6.75. One 
rod model, size 44 x 2% in., cost $4.65; 
suggested retail selling price, $7. Wyeth 
Hardware & Mfg. Co., St. Joseph, Mo. 
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“K-Z-Kleen”’ Electric Toaster 


Features one-piece steel element support 
of rigid construction allowing ample ex- 
pansion space for the special mica ele- 
ment and making the toaster body rigid, 
permitting base to be removed for thor- 
ough and easy cleaning by pressing a 
lever. Available in two models, No. 842, 
chrome-plated with detachable cord set, 
list $3.95; No. 840, nickel-plated finish 
with cord attached, list $2.25. The Made- 
Rite Mfg. Co., Sandusky, Ohio. 





Howard Mfg. Co. Issues 
Woodenware Catalog 


Illustrating and describing household 
items such as washboards, ironing boards, 
ladders, butter molds, bread boards, 
clothes racks, pastry boards, etc. Each 
item described has a clear illustration. 
Compiled for information of wholesale 
trade. Howard Mfg. Co., Kent, Wash. 





“Minitman” and “Signalette” 
Electric Clocks 


“Minitman,” illustrated, has drum type 
dial with brown mahogany case and 
satinwood ornamental front and top panels. 
Statuary bronze escutcheon plate. “Sig- 
nalette,” attractive easel model alarm clock 





with 4%-in. dial. Available with frame 
and supports in either gold or chrome 
finish. Black plastic material base. Both 
models are self-starting, each listing at 
$9.95. Warren Telechron Co., Ashland, 
Mass. 


Fly Pad for Fishermen 


Permits carrying of flies, hooks and 
sinkers, in plain sight where selection of 
proper lure can be easily made. Pad pins 
to shirt, trousers or coat. Flies, etc., may 
be pulled out of soft pliable pad without 
injury. Suggested retail selling price, 25c. 
each; dealer cost, $2 per dozen. Sample 
mailed postpaid for 35c. National Dis- 
tributors, 4834 N. E. 18th Ave., Portland, 
Ore. 
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RAPID Hose Couplings and Menders— THERE IS MONEY FOR 


Quickly 
Aeplied : AES HARDWARE DEALERS IN 


Without Use of Tools or Clamps... 
Simply push them into hose—once inside the collars or fins 
grip securely and prevent their being pulled out. A size 
larger Coupling or Mender is recommended for connecting 
soft worn hose. If hard to insert, lubricate with soap and 
water. 

Made of steel, cadmium plated—rust and wear-proof 
GARDEN HOSE sizes: '/2”, 56”, 34” and 34” oversize. Also 
V4” and 3%” sizes for use in Air Hose at Gas Stations. 

If your Jobber does not carry them—notify us. 


Curtis Screw Co., Inc. 17 Gull St., Buffalo, N. Y. 
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HESS & HOPKINS 
M imi d zz) 

the market — that’s the HARNESS 
Boston Nozzle. Never 
Pp BOS ij equalled in quality. Thousands upon thousands of sets of harness will 



















— Simple. Substantial. be sold within the next few months .. . because the 
Fastest seller anywhere. horse is back. It’s your opportunity to make money 

Each nozzle packed in in harness, strap work, and collars. For 60 years 

separate carton. 12 car- Hess & Hopkins Harness has been the standard 

a. tons in full color of comparison . .. second to none in quality and 

o og lithographed dis- value. Write us for the name of your nearest jobber. 


la kages. 
sed wep, JOBBERS’ ATTENTION: If you are not handling the 
TH E Hess & Hopkins line, write today for details regard- 


B Oo Ss T @) fy ing packaged harness, strap, collars, etc. 


NOZZLE HESS & HOPKINS LEATHER COMPANY 


e 1104 Acorn St., Rockford, Illinois 
& RUBBER CO., Cambridge, Mass. 





















| BOSTON WOVEN HOSE 


SPEAKIN TAS_WOMAN_TO_ WOMAN 


“Helen, have you seen the six 
cup electric perk that Smith’s 
Hardware Store has on sale? 
it’s Just what you have been 
looking for.”’’ 



























— VER the tea tables, at the bridge clu), 
wherever they meet, women tell one an- 
other about the bargains they have seen. 









Shopping with them is a business, and the 
more pleasurable and attractive you can muke 
it for them, the more they will be drawn to 
your store. 








Purchases for “home use” are in their exclu- 
sive province; they control the purse strings 
where housefurnishings are concerned. 


Smart hardware merchants plan their house- 
furnishings displays with the woman appeal in 
mind. Attractive merchandise, well displayed, 
both in windows and in the store, will start 
this “word-of-mouth” advertising for your store. 


te 

P * You'll find some mighty interesting and help- 
°“"* ful display suggestions in HARDWARE AGE. 

Read each issue carefully. It will pay you dividends 

in practical and useful ideas. 

- 
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Seiss Electric Horn 
for Bicycles 


Of a design patterned after an automv- 
bile horn with modification. Seiss No. 
50 horn, list $1.75, has a trumpet type 
sound projector of high polished finish 
with dome-shaped power plant projector. 
Power plant of hi-frequency type. Switch 
on handle-bar his quick action and light 
touch responsiveness. Thirty-six inches of 
wiring furnished for connection, in har- 
monious color scheme. May be operated 
from same battery as headlight, or from 
standard make No. 6 dry cell battery. 
container for battery, with 
brackets, list 50c.. in same finish as horn. 
Demonstrator-dis- 


Case or 


available at extra cost. 
play available for dealer together with 
circular matter and electrotype. The Seiss 
Mfg. Co., 3855 Seiss Ave., Toledo, Ohio. 


Demonstrating Set for 
Russell ““Hold-Heet” System 


Ready for working demonstration in cus 
tomer’s home or in store is designed for 
proving points used in sales talks. Packed 
in aluminum cabinet measuring 10 in. x 
14 in. x 4% in., it includes room ther- 
mostat, damper motor, stack limit control 
and transformer for regulating any do- 
mestic furnace or boiler. Equipped with 
electric cord. Demonstrator price, $10 
complete. Illustrated and described in 
dealer opportunity sheet No. D-2. Russell 
Electhic Co., 378 W. Huron St., Chicago. 
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Speedway “Flea Power” Motors 


Designed for use with fans, vending 
machines, display signs, small tools, toys, 
operating mechinisms. Weighing approxi- 
mately one pound they are available in 
two types: shaded pole for operation on 
60 cycle a. c. current and the other a 
universal type, operating on either d. c. 
or a. c. Both motors operate directly 
from 110-volt circuit without transformers. 
Skeleton construction lends itself to easy 
mounting in a large variety of applica- 
tions. Each motor self-contained and 
equipped with self aligning, self-lubricat- 
ing bearings. List prices range from $1 
up. Speedway Mfg. Co., 1834 S. 52nd 
Ave., Cicero, Tl. 


Premier Automatik Furnace 
For Oil Burners and Stokers 


Unit is of welded steel, built in two sizes. 
Designed for all types. Has extra large 
combustion chamber providing ample space 
for complete fuel burning. Round “tun- 
nel top” increases heat conduction speed 
and efficiency, says the maker. Round baf- 
fle plates provide for air circulation direct- 
ly against these surfaces. Finned extended 
surface radiation used. Combustion gases 





pass through heat exchanger which pro- 
vides large surface areas for rapid heat 
transfer to casing air. The maker states 
that the required bonnet air temperature is 
quickly generated and maintained after 
burner is started. Quick detachable service 
front is convenient in making installation. 
Interior is entirely accessible. Unit design- 
ed so it may be handled through average 
width door openings. Premier Warm Air 
Heater Co., Dowagiac, Mich. 








Improved High-Pressure 
U. S. Union 


For steam, oil, gas, water and air lines 
has two serrated ends, one hard and the 
other soft, which form four distinct seats. 
Said to give greater protection and to be 
more economical as the unions can be used 
a number of times, as a single “making 
up” cannot spoil the four separate seats. 
Available in black and cadmium-plated 
finishes. Cadmium-plated union is ma- 
chined first and then cadmium applied 
inside and out. The maker states that 
they have given service under all condi- 
tions, including installations where vibra- 
tion or unusual variations of temperature 
and pressure were a problem. United 
Superior Union Co., subsidiary, Mergen- 
thaler Linotype Co., 29 Ryerson St., Brook- 
lyn, N. Y. 


New Jersey Zine Co. 
Issues Booklet 


Entitled “Planning, Making, Selling De- 
sign For Profit,’ which illustrates and 
describes various uses for zinc in manufac- 
turing processes, finished products, etc. 
Illustrations show various examples of 
items used in hardware stores as well as 
lines sold in the hardware store which util- 
ize zinc. The New Jersey Zinc Co., 160 
Front St., Néw York City. 





Super Grip Whale 
Brand Screw Driver 


Blade, correctly proportioned; size to 
fit all standard screws. High carbon steel, 
hardened and tempered the entire length. 
Clear grained maple handle, natural fin- 
ish, transparent lacquer with deep ma- 


or turn loose. Hexagon ferrule, a rigid 
casting, provided with usual taper and 
fins which when forced on tenon of han- 
dle imbeds itself in wood. Series of 
notches give fish hook effect with extreme 
locking surface. Hexagon shape prevents 
rolling while flared base of ferrule is 





chine cut flutes, affording positive grip. 
Portion of blade imbedded in _ handle 
knurled to afford maximum surface area. 
Spline effect increases locking power, of- 
fering resistance to every effort to twist 


curved to conveniently fit thumb and pre- 
vent it from slipping off handle. Driving 
plug of hardened steel. Steel ferrule 
bushing, welded to blade. The Forsberg 
Mfg. Co., Bridgeport, Conn. 
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McKINNEY Carded Hardware 


Displayed on open tables, McKinney Carded Hardware commands instant 
attention and sells itself. The McKinney line comprises 32 quick-selling 
items mounted on attractive cards, complete with screws, to retail at 5 and 


10 cents per card. 


Lot B. Send for Folder and Discounts. 








All items are finished in either dull Brass or Cadmium to meet the popular 
demand. Packed 1 doz. of each of the 32 items in a box—12 boxes in a carton. 


Every item a fast-moving staple. Popular assortment packing in Lot A and 


McKINNEY MFG. CO.,N. S. PITTSBURGH, PA. 








[EPAGE'S 


LEPASE'S CASEIN GLUE 
LEPAGE’'S LIQUID SOLDER 
LEPAGE'S GRIPSPREADER MUCILAGE 
LEPASE'S COLD WATER WALL SIZE 
LEPAGE'S WATERPROOF CEMENT 
LEPASE'S PAPER-HANGERS PASTE 


RUSSIA CEMENT CO.,GLOUCESTER MASS. 














| Repairs Unsightly Chipped Porcelain 


Tilette Liquid Porcelain 
Glaze repairs unsightly 
chips in Porcelain and 
Enamel Sinks, Bath 
Tubs, Lavatories, Re- 
frigerators, Drain- 
boards, Washing Ma- 
chines, Table Tops, etc. 
Ready for use, water- 
proof, dries quickly with 
a permanent porcelain 
gloss. In 1 oz. jars, 
packed 12 to attractive 
counter display. Quick 
seller. Liberal profit. 
Ask your Jobber to sup- 
ply you. If he cannot, 
write to us. 25¢ seller 


TILETTE CEMENT CO., INC. 
40! Lafayette St., New York 


1115 Temple Street 
Los Angeles, Calif. 











Customers want more MOLDED RUBBER GOODS 


Oe 


Wherever our small counter displays, hold- 
ing one dozen packets of the new 


Moore 








Aluminum Push-Pins 


have been displayed, sales followed. Everyone 
likes them to hang things to walls, because they 
won’t break when used with a hammer. 


In Window- 











We stock a complete assortment of rubber 
tips and bumpers, and are equipped to manu- 
facture most anything for your special re- 
quirements. Catalogue No. 50 on request. 


ELASTIC TIP COMPANY 
370 Atlantic _—_ 


Boston, med 








6 for 10 cents Front Packets 


Your Jobber will suptly you 


MOORE PUSH-PIN COMPANY 
113-125 Berkley St. Philadelphia, Pa. 
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ALWAYS NEEDED! 
A List of 


WHOLESALE 
HARDWARE 
HOUSES Giving 


Names and Addresses; Capitaliza- 
tions; Lines Handled; Territories 
Covered; Number of Men Travelled; 
Names of Officers and Buyers. 
Useful for 


PERSONAL SALES CONTACTS 
































Price $10.00 a Copy CREDIT DEPARTMENT 

Check with Order DIRECT MAIL WORK 
HARDWARE AGE VERIFIED LIST FLO RENCE 
239 W. 39th ST.,. NEW YORK, N. Y. GARDNER 











JANUARY 4, 1934 
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STOVE CO. 


MASS. U. Sse 
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CLASSIFIED ADVERTISING 
RATES 





Positions Wanted Adver- 
tisements at Special Rate of 
one cent a word, minimum 
fifty cents per insertion. 











THE FOLLOWING RATES 
apply to “Help Wanted,” “Business Oppor- 


tunities,” “Sales Accounts Wanted” and 
“Sales Representatives Wanted” advertise- 
ments. 
SS 
Set Solid, Minimum of 50 words..... $3.00 
Each additional werd..........+. -06 


All Capitals, Minimum of 50 words.. 4.00 
Each additional word...........+.+- .06 
Allow Seven Words fer Keyed Address. 


Remittance Must Accompany Order 





Use the “Classified Opportunities Section” to Reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 


Samples of merchandise, literature, catalogs, etc., will not be forwarded 


ee DISPLAY RATES 


eececsesoce +-.- 400 





Discounts for Classified Advertising 
4 insertions. 10% off; 8 insertions, 15% eff. 
Due to the special rate, these discounts de 
not apply on Positions Wanted Advertise- 
ments. 





HARDWARE AGE is published every other 
Thursday. Classified forms close Nine Days 
previous to — of SEES 





HARDWARE AG AGE.  Stassified “Opportunities 
239 West 39th St., New Yerk City. 








BUSINESS OPPORTUNITIES 


POSITIONS WANTED 


POSITIONS WANTED 





FOR SALE HARDWARE STOCK AND 
FIXTURES, old established business now operat- 
ing, central location in town of 20,000 and 30,000 
in 4 mile radius. Good opportunity for live wire; 
would like to sell before January 1, 1934. Ad- 
Harpware Ace, New 





dress Box B-297, care 
York City. 
FOR SALE—A first-class, up-to-date Hardware 


and Housef urnishing store also handling Radios, 
located about 20 miles from New York on the 
main business street of a swell Long Island town. 
Must act at once. Address Box B-313, care 
Harpware Ace, New York City. 








SALES ACCOUNTS WANTED 








SALES ORGANIZATION WELL 
AND FAVORABLY 


known to jobbers, chain and department stores main- 
taining display office, seeking reputable manufac- 


turers’ line for New York City and vicinity. 
Commission basis. 
Cc. 8. JACOBSEN 


1133 Broadway, New York City 














SALES ACCOUNTS WANTED “ TODAY’ S 
SALES” MANUFACTURERS 
“INTENSIFIED SALES SE 
COVER MARYLAND AND THE 
OF COLUMBIA THOROUGHLY. IF 
THAT CAN BE SOLD 
S TERRITORY, WE C SELL IT. 
CORRE SPONDENCE AND INV PIGATION 
NVITED. ADDRESS—“TODA Y’s SALES,” 
07 NORTH CALVERT STREET, BALTI- 
MORE, MARYLAND 


ae 





EXCELLENT 
large sheet metal workers, 
supplies, for metropolitan 
New York territory. Have warehouse for stock 
purpose and am willing to carry accounts. Can 
urnish unquestionable references. Address Box 
B-308, care Harpware Ace, New York City. 


SALES AGENT 
CONTACTS with 


tinners’ and_ roofers’ 


HAVING 








SALES REPRESENTATIVES WANTED 





SALESMEN WANTED TO SELL 
SHEARS, scissors, snips and manicure items 
to jobbers and related outlets, also Department 
Stores. Straight commission basis. No objection 
to carrying additional non-conflicting lines. Ter- 
ritories open: Western Pennsylvania, New Jersey, 
Virginia, West Virginia, Ohio, Indiana, Ken- 
tucky, Tennessee, North Carolina, South Caro- 


lina, Georgia and Florida. Address The Henkel 


Company, Fremont, Ohio 





SALESMAN WANTED FOR MISSOURI 
AND KANSAS to represent a well-known East- 
ern Manufacturer of Carpenters’ Tools, to work 
on a commission basis. When replying, state 
experience and lines you are at present handling. 
Address Box B-312, care Harpware Ace, New 
York City. 
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HARDWARE EXECUTIVE. AMBITIOUS 
YOUNG MAN, single with ability, willing 
worker, wishes position with retail hardware con- 
cern in buying, selling, managing or assistant 
to take care of Hardware Tools, Paints Plumb- 
ing, Electric and Housefurnishing Supplies. 
Many years’ experience. All around mechanically 
inclined. Willing to go anywhere. Excellent 
references. Address Box B-310, care HarDWARE 
Ace, New York City. 





SITUATION WANTED. FORTY YEARS’ 
HARDWARE Experience. Over ten years on 
road for Detroit and Toledo jobbers. Past twenty 
with Oklahoma and Texas Hardware 


years 
Houses as buyer and_ sales manager. Health 
good. Mind active. Knowledge above average. 


Salary secondary consideration. Full particulars 
on request. W. H. Brown, 11224 South Irving 
Avenue, Chicago, IIl. 





HIGH CLASS GO GETTER WITH over 
twenty years’ experience in calling on jobbers 
of hardware mill and oil well supplies in Southern, 
Southwestern and Pacific Coast States desires a 
connection with manufacturer to travel any of 
above territory. Can furnish best of references 
as to ability and reliableness. Address Box B-295, 
care of Harpwarge Ace, New York City. 








MR. MANUFACTURER—A LIVE. WIRE 
sales executive with many years’ experience in 
the selling field desires connection with reliable 
manufacturer as sales manager. Have wide 
acquaintance with the wholesale hardware trade, 
and mill supply jobbers all over ithe United States. 





Best of references. Address ‘Box B-305, care 
Harpware Ace, New York City. 
TRAVFLING SALESMAN NOW COVER 


ING OHIO, and having a good following with 
the Hardware and Plumbing trade augmented 
by 13 years’ contact in covering this field. would 
like to make a good sales connection or will rep- 


resent manufacturers on straight commission. 
Address Box 311, care Harpware Acr, New York 
City. 





NOW AVAILABLE A THOROUGHLY EX- 
PERIENCED SALESMAN, 15 years with lead- 
ing manufacturers as salesman, 2 years as Sales 
Manager. Wide acquaintance with the better 
buyers of tools and hardware. Personal sales 
in excess of $300,000.00 per year. Unquestioned 


Reference. Address Box B-309, care HARDWARE 
Ace, New York City. 





SALESMAN OPEN FOR A PROPOSITION 
to represent a manufacturer in Chicago and sur- 
rounding territory. Well known with the utili- 
ties and trade alike. Can furnish the very high- 
est references as to sales ability, 
Address Box 7520-A, care Harpware 
cago, 


honesty, etc. 
Ace, Chi- 


| 








Hardware Personnel 


FOR THE HARDWARE 
AND 
ALLIED INDUSTRIES 


WHOLESALE RETAIL 


Men and women are registered in this bureau who 
can successfully fill any position listed below. Well 
recommended and trained in their occupations. 
MANAGERIAL DEPARTMENT 
Assistant managers, department managers. 
SALES DEPARTMENT 
Assistant sales manager, salesmen, inside and 
outside, sales correspondents, price clerks, erder 


clerks. 
PURCHASING DEPARTMENT 


Cashier, bookkeeper, stenographers, clerks, mail 
clerks. 

SHIPPING DEPARTMENT 
Shipping clerks, assistants, 


porters. 
stock pig gee 
men, order pick 
ADVERTISING AND PUBLICITY 
Catalogue compilers, circular layout men, 
chine operators. 
— DEPARTMENT 
Cre te met oniciatentt. collectors. 
BILLING D ARTMENT 
Pricing bm ay billing machine operators. 
RETAIL DEPARTMENT 
Managers, assistants, cashiers, counter clerks, 
store salesmen, store boys, shipping clerks, re- 
ceiving clerks, locksmiths, repair men. 


NO CHARGE TO EMPLOYERS FOR THIS 
SERVICE 


This is the only employment agency which speelal- 
izes in the hardware and allied industries. 


Associated Placement Bureau 


152 West 42nd Street, New York City 
Wis. 7-1802, 1803 


truck or chauffeurs, 














RETAIL HARDWARE, PLUMBING SUP- 
PLY, house appliance man, 16 years’ experience 
clerking, marking goods, buying manager, book- 
keeping, outside sales, collection; estimator plumb- 
ing, tin work, roofing, painting; repair stoves, 
furnaces, hang gutters; solder expert; natural 
gas appliance demonstrator, also do plumbing. 
Christian, 39 years old, go anywhere, invest. 
Address Box B-307, care Harpware Ace, New 
York City. 





HARDWARE MAN—forty- three years old, 
sober and industrious, twenty years’ experience in 
wholesale and retail hardware, open for a posi- 
tion with reputable retail firm where work and 
integrity will be rewarded. Can furnish first- 
class references as to honesty and ability. Will 
go anywhere, middle West or South preferred. 
Address Box B-239, care Harpware Ace, New 
York City. 





SAL ESMAN now residing in Connecticut, with 
eighteen years’ acquaintance with eastern dealers 
and three years with trade in middle and south- 
west is seeking any kind of position, anywhere. 
Am forty-two years old, Christian, married, and 
have traveled for both wholesalers and manu- 
facturers. Address Box B-271, care Harpware 
Ace, New York City. 


HARDWARE AGE 
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THE DASH (—) INDICATES THAT THE ADVERTISEMENT DOES NOT APPEAR 
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MOULTON 
LADDERS 


The Moulton Ladder 
Manufacturing Co., 


Somerville, Mass. 





POULTRY SUPPLIES 





Chick Feeders and Waterers in great 
variety and Prices that enable you to 
meet and beat all competition! 


Write for Catalog of Moe’s Big Line of 
Poultry Equipment, and be ready for 
the baby chick season. 


OEFT & COMPANY 


2305 Davis Street North Chicago, III. 


























Talk Convenience and Sell the HILL 


Tell Housewives how the Hill Champion Clothes Dryer saves time, 
labor and steps—they simply revolve it which brings every foot of 
line right before them——hang entire wash without walking a step. 
No lugging heavy basket of wet clothes from place to place. Easily 
erected. Sturdily built. Has folding removable reel and removable 
post. Three sizes to hold 100, 115 and 150 ft. best cotton line. An 
outstanding seller that returns a good profit. Send for Booklet—it 


shows complete line. 


| Clothes Dryer Co., Inc. 
Champion = Worcester Mass. 





|R. Made in 


| 
3 sizes | Yard 
Di yer 


New York Distributor 
H. Kornahrens, Inc. 


























Shops, Industrial Plants, 
Railroad and Mining Companies 
All these and others who require wrenches 


for heavy and exposed work are prospec- 
tive customers for the sturdily constructed 


COES ‘Steel Handle’? WRENCH 


This much used tool is unsurpassed for 
heavy duty. It “makes good” on every job. 
Obtainable in sizes: 6 to 21 ins. Always a 
profitable seller. 





€ OUR CONDENSED Catan Ask Your Jobber Ba”. 


ames) BEMIS & CALL CO. 


Springfield Mass. 














BRUSH-NU COMPANY 


BALTIMORE MARYLAND 














Display Assortment Contains: 
Packs contain 50 eacn. 


2 Pkg. 210 Black 
. 210 Tan 
. 210 Red 
. 210 Brown 
. 210 White 
(g. 210 Green 
. 43 Brass Pl. 
. 42 Brass Pl. 
. 220 Black 
. 220 Blue 
. 220 Tan 
. 220 White 
. 1512 Antique 
. No. 9 Natural 
. No. 9 Hammered 
kg. No. 9 Antique 
1 . 7/16 N.PI.Thumb- 
Retail Price $2.30 


tack. 
Dealer $1.15 complete Weight 2 Ibs. Complete 
We protect the Hardware Jobber and Independent Merchant. 


Robert E. Miller, Inc., 35 Pearl Street, N. Y. C. 
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Featherweight 


DIAMALLOY 


Thin, light, sturdy strength. It is three 
wrenches that fit where times as strong as the 
other wrenches can't. old pattern wrench and 
The Diamalloy Feather- yet 1/3 thinner. 

weight is made of a spe- 
cial high grade alloy 


Write for further 
steel of remarkable 


information 


DIAMOND CALK HORSESHOE CO. 
4622 Grand Ave. Duluth, Minn. 


ADE MARK 


SAMSON CORDAGE WORKS 


BOSTON, MASS. 


Yate) = OO) .0 


SAMSON SPOT, PHOENIX and SACHEM brands 
each the standard of quality for its particular use. 


"There IS a Difference in Sash Cord” 
OTHER BRAIDED CORDS: COTTON TWINES 


Send for catalogue, samp 
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ibn tamil asi at 


















Order From Your 


Jobber Now! 


Get Ready For The 
Spring Demand 





























Be prepared with a complete stock of Continental 
products, the nationally known quality line, 
with a sure source of supply, assuring im- 
mediate delivery, more sales and quicker 


turn-over. La 
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SCREEN DOORS 
deaitabe WINDOW SCREENS | 


for Shipment 
Through 

' Leading 
Wholesalers 
Everywhere 








Merely push . 
the lever 44 iy) Continental Screen Door 
turn either 
way fo 
securely lock 


in place. New SAIFE’ Lock 
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The Continental Screen Company 

has developed a new, positive 

if friction lock which does not in- 

terfere with the sliding of the 

sereen when not in locked posi- 

tion. It operates simply, and by 

merély turning the lock one- 

fourth turn to the left or right 

the screen is securely locked in place, preventing 
it from falling out of the window. 
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Continental Window Screen 








Best Hardwood Lumber—Thoroughly Seasoned. 
Wood Parts Accurately Machined. 
Inspection Eliminates Imperfections. 
Wire Cloth—Best Grade Used. 
Metal Strips Hold Wire Cloth Firmly. 
Strong and Rigid—Open and Close Easily. 


CONTINENTAL 














Sereen Panel Storm Panet 








IN SUMMER IN WINTER 
Keeps out Flies Keeps out Cold 
Conserves Health = Y Saves Fuel 


Continental Combination Detroit Michigan 


Screen and Storm Door “ey 
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WORLDS LARGEST MAKERS OF WINDOW SCREENS AND DOORS 
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JANUARY 4, 1934 
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STYLE 


EVERY USEFUL 7 
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EVERY USEFUL 
SIZE 
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Our DIAMOND EDGE Tool Line is Complete 
ASK OUR SALESMAN TO SHOW YOU OUR FULL LINE 


“DIAMOND EDGE IS_A QUALITY PLEDGE” 

















Shapleigh National Series No. 1775 


HARDWARE 


AGE 
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